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MUTUAL, ALBANY, TO 
BE STOCK COMPANY 


Capital Stock of $200,000, Par Value 
$10 a Share; Organized 
in 1836 








CROSTHWAITE GENERAL AGENT 





Frank A. Van Duzer General Manager 
of Company, Backed By Albany 
Business Men 


The Mutual Fire Insurance Company 
of Albany, N. Y., which was organized 
in 1836, and has been conservatively 
managed by business men of Albany, 
has been changed into a stock com- 
pany, and its name will be changed to 
the New York State Fire Insurance 
Company. 

The directors in voting to change 
into a stock company arranged for a 
capital of $200,000. Consent of the 
Superintendent of Insurance will soon 
be asked, after which the policyholders 
will be given the opportunity of sub- 
scribing for the capital stock of the new 
company. The par value of the shares 
will be $10 each. 

B. M. Crosthwaite & Co. are general 
agents for the company for the entire 
country. 





Officers of Company 

Frank A. Van Duzer, of Albany, a well- 
known and capable fire insurance man, 
is general manager of the company, and 
the officers are A. Page Smith, presi- 
dent; Donald McDonald, vice-president; 
Edgar C. Leonard, treasurer; and Rus- 
sell M. Joknston, secretary. 

The board of directors consists of 
Edgar C. Leonard, Russell M. Johnston, 
George C. Van Tuyl, Jr., A. Page Smith, 
Gardner C. Leonard, Donald McDonald, 
Carl H. Graf, W. G. Van Loon, Noel S. 
Bennett, James R. Watt, Oscar F. Kin- 
ney, Hildreth J. Ackroyd and J. Allen 
Warner. 

The prospects of the new company 
are good, and its business will be ex- 
panded. 





PALATINE ACTS AS HOST 


The officers of the Jos. M. Byrne & 
Co. agency at Newark, were given a 
testimonial luncheon at the Robert 
Treat Hotel on May 16. The luncheon 
was given them by the Palatine Insur- 
ance Co. in honor of their being the 
sole agents for this company for 25 
years. 
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Organized 1853 Cash Capital $6,000,000 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 






Underwriting Capacity Second to None 


FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, 
Registered Mail, Rents, Rental Value, Riot and Civil Com- 
motion, Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 











The Pennsylvania F ire Insurance Co. 


Independence Square PHILADELPHIA 
BRANCH OFFICE, 76 William St., N.Y. CITY 
E. G. RICHARDS, President 





Writes all customary forms of Fire Insurance 





Born under the shadow of Independence Hall, its office has 
been on the same site for 93 years, during which time it 
has steadfastly upheld the traditions inseparably 
associated with its birthplace. 




















American Central Life 


Insurance Company 








INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 














F. W. SHANBACKER, OF 
TAX CHART FAME, DEAD 


Hundreds of Insurance Agents Indebted 
to Invalid General Agent of 
Fidelity Mutual Life 





COMPILED DATA IN SICK ROOM 





Despite Handicaps Was Million Dollar 
a Year Personal Writer; Charts 
Used By Leaders 


F. W. Shanbacher, the young man 
who from a small city in Pennsylvania 


prepared charts on the inheritance 
taxes covering every state in the coun- 
try, which have been of invaluable 


assistance to a vast number of agents 
and which were used by some of the 
leading agents and producers 
of America, is dead. 

Mr. had in poor 
health years, his physical 
condition being such that when invited 
to appear in New York at the annual 
convention of the National Association 
of Life Underwriters last summer he 
made a superhuman effort to get here, 
arrived on time to explain his charts 
to several hundred agents, but was un- 


general 
Shanbacher been 
for several 


able to muster up sufficient strength to 
M. Hunsicker, 
the charts 


deliver the address. C. 
of Philadelphia, 
tc the convention for him. 

Fidelity Mutual General Agent 


Mr. Shanbacher started out as an ag- 
ent and became general agent of the 
Fidelity Mutual, and was a director in 
its field club. He was a student of the 
business from the time that he went 
into it, and had he only been able to 
keep his health, would have accom- 
plished more amazing things than he 
did. The idea of the charts came to 
him when he was in a sanitarium. He 
instinctively felt the opening that the 
taxes gave for enterprising insurance 
agents; he divined that a sure way for 
the wealthy man to protect his estate 
when large cash sums are frequently 
not available, was by means of life in- 
surance. He also felt that the conflict- 


explained 


ing or variegated taxes in various 
states were not available to the av- 
erage agent except through a great 


deal of correspondence and personal in- 
vestigation, and so he set to work to 
compile charts which would tell the 
whole tax story at a glance. 


A Titanic Worker 


The amount of work necessary to get 
these facts and figures was tremendous. 
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Mr. Shanbacher, however, had the vital 
spark and he gathered the data, al- 
though it was necessary for him to 
write or dictate and to read many of 
the letters when in his sick bed. De- 
spite all the tremendous amount of de- 
tail he kept up his business production 
and wrote more than a million dollars 
personally during 1917. 

The value of the charts was shown 
by the fact that they were first put to 





FRANK W. SHANBACHER 





use by leaders in the business, such 
men as Julian §S. Myrick, Frederick 
N. Fuller and Lawrence Priddy finding 
them so valuable that they advised 
every one with whom they came in con- 
tact to buy them. C. M. Hunsicker, 
who is the leader of the Fidelity Mu- 
tual field men, told the life underwrit- 
ers that he wrote a large part of his 
business with copies of the Shanbacher 
charts in his pocket. 
Made Personal Trip To Capital 


When the recent changes were made 
in the Federal taxes, Mr. Shanbacher 
made a personal trip to Washington 
and secured the necessary data and in- 
terpretation to make the charts up-to- 
date. When the demand for the charts 
began to grow Mr. Shanbacher found 
himself swamped. He called upon 
Frank W. Pennell, formerly a_ well- 
known newspaper man, to assist him 
and Mr. Pennell made several trips to 
Ridgway to help him with the cor- 
respondence and in systematizing the 
chart business. 

Mr. Shanbacher, who was forty-five 
years old, left the brokerage business 
to take up insurance in 1899 as an 
agent for the Mutual Life. He came to 
the Fidelity Mutual at the close of 1904 
as manager of its North Central Penn- 
sylvania Agency and held that position 
until his death. His personal produc- 
tion placed him among the top writers 
of his company and he had been almost 
continuously a member of the famous 
Fidelity Leaders’ Club since 1908. 

“Frank Shanbacher, as he was known 
to practically the whole field of Fidel- 
ity, wa’ respected and liked by all who 
knew him,” the Company said _ this 
week. “His splendid knowledge of the 
insurance business has been a help to 
many an agent, and his tremendous 
capacity for work of the hardest kind 
won him the ungrudging admiration of 
his fellow field men. Few men in any 
company leave a bigger gap in the 
minds and the hearts of their asso- 
ciates as they pass on. Mr. Shan- 
bacher had been in poor health for sev- 
eral years and had been confined to 
his bed for a month previous to his 
death.” 





Manager Craig, of the Fidelity Mu- 
tual Life in Birmingham, has a neat 
little rubber stamp bearing the words 
“We pay you to live,” that goes on 
every letter leaving his office. It makes 
people think, and it makes them ask 
questions. 
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Great Southern Life Insurance Company 


HOUSTON, TEXAS 


For Agency Contracts address 


O. S. CARLTON 


PRESIDENT 




















CORPORATION CAN COLLECT 
Mutual Life Answers Question Regard- 
ing Employee Who Leaves Con- 
cern Which Insures 


An agent of the Mutual Life has pre- 
sented to the Company this hypotheti- 
cal case: 

“A corporation insures the life of an 
official or employee to indemnify itself 
against loss in case of the insured’s 
death, the corporation paying the pre- 
miums. The right to change the ben- 
eficiary is of course not reserved by 
the insured. Afterward the insured 
leaves the employ of the company, 
going to work for another organiza- 
tion, but the company continues the in- 
surance in force by payment of the 
premiums as they accrue. Can it later 
collect the proceeds of the policy upon 
the death of the insured?” 

The Company answers as follows: 

“A corporation has an insurable in- 





terest in the life of an official or em- 
ployee where the services are such as 
to result in loss to the company in 
case of his death. The policy, there- 
fore, in the case suggested is valid at 
its inception. It is a general rule of 
law, with statutory exceptions or ad- 
verse decisions in very few states, that 
when a life insurance policy is valid at 
its inception it will remain valid, and 
the beneficiary may maintain the in- 
surance in force for his own benefit by 
payment of accruing premiums even 
after his insurable interest in the life 
of the insured may have ceased. This 
will be true whether the beneficiary is 
a corporation or an individual. In the 
case suggested, therefore, the corpora- 
tion can collect the proceeds of the pol- 
icy at the death of the insured.” 





Some of the states which had no in- 
heritance tax laws are now enacting 
one. They include in some instances a 
direct tax and others are increasing. 





resentatives; 





surplus line 


tives. 








CO-OPERATION 


8 PER CENT of our | 
1918 business was 
produced by full-time rep- 


came froma small group of 
part-time men located | 
>. chiefly in rural commun- 
ities, and 8 per cent was the 


full-time representatives of 
other companies. 

Our effective plans of 
training and co-operation 
are being devoted chiefly 
to full-time representa- 


| Phoenix Mutual Life Insurance Company 
of Hartford, Conn. 


JOHN M. HOLCOMBE, President 


No. 17 


12 per cent 


business of | 























What is Plagiarism 
Just Among Friends? 


FRANK SYKES’ LETTER FILCHED 





He Wrote it to Agents After “Sykes” 
Month; J. Frank Montgomery 
Uses It, Too 





Frank H. Sykes, agency manager of 
the Fidelity Mutual Life, who com- 
bines with that position the editorship 
of the Home Office publications of the 
Company, was recently the recipient 
of the honor of having a “Frank Sykes 
Month,” during which the agents 
made a handsome production volume 
demonstrating the high regard in 
which they hold him. When the drive 
was over Mr. Sykes wanted to show 
his appreciation so he wrote a letter 
about it to the field force. These let- 
ters are extremely difficult to write as 
many company executives will testify, 
but that Mr. Sykes made a good job of 
it is indicated by the fact that one 
agency manager, J. Frank Montgomery, 
of the American National of Texas, 
who had been the recipient of a “Mont- 
gomery Month,” also successful, used 
it in his publication “The American” 
practically word for word, except that 
for “Sykes” he_ substituted ‘Mont- 
gomery.” 

A Good Letter Anyway 

Inasmuch as Mr. Montgomery decid- 
ed to use another man’s letter instead 
of undertaking the drudgery of compos- 
ing one for himself he could not have 
hit upon a better model than that of 
the Fidelity Mutual’s agency manager, 
and in view of his thinking so well of 
the production The Eastern Under- 
writer reproduces the Frank H. Sykes’ 
letter so that its circulation need not 
be limited to Fidelity Mutual and Amer- 
ican National agents. Here it is: 

To My Warm Friends in the Fidelity Field:— 

Business is business but, as our old friend 
Bobky Burns used to say, “A man’s a man 
for a’that.” 

The fine and friendly spirit with which you 
men and women out on the Fidelity firing line 
took hold of “Frank Sykes Month” and wrote in 
my name that magnificent record of business 
has filled my heart with joy. May 7th marked 
my twentieth anniversary with the Fidelity, 
and, quite by accident, you celebrate it in this 
splendid way. Verily, the world is growing 
better! 

When I attempt to thank you for it all, I 
find myself as helpless as I was the morning 
I learned of this campaign and the little con- 
spiracy by which it was started. So you will 
never know the depth of my appreciation of 
this honor you have done me, this outpouring 
of your friendly regard. Words will sometimes 
express what we think, but they fajl miserably 
to express what we feel, 

It was a magnificent result, the best May 
in the Fidelity’s history—$2,910,500 new business 
received up to the closing of the books on 
May 31st, a gain of 36 per cent., over last 
May: and an overflow of $200,000 reached the 
office the morning after. One man wrote twenty 
nine applications; another twenty-five; another 
twenty-four; two men wrote twenty-one; an- 
other twenty, and nineteen others wrote ten 
applications or more. These include only appli- 
cations received within the month, As a con- 
spicuous example of effective work, these indi- 
vidual results, quite apart from their relation 
to the campaign, contain a lesson for the 
entire field, 

“Frank Sykes Month” is over but, please be 
assured, fond memory of this splendid evidence 
of your friendship will linger with me always 
to strengthen my belief that no man _ ever 
works in vain. 

Once more, I thank you all! 





FRATERNAL BEING ORGANIZED 

The American Life Society, New 
York, is being organized as a fraternal 
by Daniel A. Golden, Brooklyn; Mark A. 
Daly, Buffalo; Willard A. Marakle, 
Rochester; Louis Wiard, Batavia; 
James M. Lynch, Syracuse; G. M. Wyn- 
koop, New York; John Mitchell, Mt. 
Vernon; Isaac H. Klein, New York, and 
Alfred J. Johnson, New York. 





TO DISCUSS MORTALIT. 

Arthur Hunter, actuary of the New 
York Life, and O. J. Arnold, secretary 
and actuary of the Illinois Life, will 
lead the discussion on “Should the New 
Table of Mortality Be Made the Basis 
of Premiums and Reserves?” at the 
eleventh annual meeting of the Amer- 
ican Institute of Actuaries in St. Louis 
the first week in June. 
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No Time Limit On 
Training of Agents 


A POINT AT EQUITABLE MEETING 


Some Companies Think Preliminary 
Instructions Only Are Necessary; 
Let Agent Sink or Swim 


At the recent meeting of Equitable 
general agents in Atlantic City one of 
the interesting questions discussed was 
the education of the agent after he had 
been with the society a year. Many in- 
surance companies pay considerable at- 
tention to the training of an agent the 
first twelve months he is with the com- 
pany, while interest seems to flag from 
that time on, probably on the theory 
that the agent has imbibed enough in- 
formation in a year’s time to be able to 
swim without so much Home Office as- 
sistance. 

Baseball Analogy 

Fred Tenney, the former baseball 
star, who is now with the Equitable in 
Boston, has made the point that in 
baseball just as much or more attention 
is paid to the player after the first year as 
before; that the first year is frequently 
a probationary period during which it 
is demonstrated whether a man can 
make good or not; and frequently he 
has not the opportunity of making good 
the first year, but does so later. 

There are many men who need con- 
siderable latitude in time before they 
reach the fruition of their powers, while 
few, in fact, are meteors from the start. 
The patient, plugging type of agent fre- 
quently accomplishes more than _ his 
more brilliant associates, and he needs 
training constantly as new points are 
continually coming up as his business 
experience grows. 





BOSTON WANTS CONVENTION 
Leading Life Officials Pledge Support 
of Measure To Bring National 
Association to Hub 





President R. O. Lamb and Vice-Presi- 
dent Walton L. Crocker, of the John 
Hancock Mutual Life; President Arthur 
EK. Childs, of the Columbian National 
Life; President Herbert O. Edgerton, 
of the Boston Mutual Life, and Vice- 
President Daniel F. Appel, of the New 
England Mutual Life, were guests at a 
luncheon of the Boston Life Underwrit- 
ers’ Association last week when the 
question of inviting the National Life 
Association of Underwriters to hold its 
convention in Boston in 1920 was dis- 
cussed. Each of these executives urged 


the Boston Association to secure the 
convention, and the members unani- 
mously pledged their support to this 
end. 





CARNEGIE LECTURES 





Prominent Life Insurance Men Secured 
For Carnegie Institute’s New 
Insurance Courses 


A group of prominent life insurance 
men have become members of the lec- 
ture staff of the new life insurance 
school of the Carnegie Institute. Thev 
are John B. Lunger, Equitable; R. W. 
Stevens, Illinois Life; W. L. Crocker, 
John Hancock; Dr. E. G. Simmons, 
Pan-American Life; Arthur F. Hall, 
Lincoln National; Louis N. Denniston, 
Travelers; Philip Burnet, Continental 
Life; William H. Beers, Mutual Benefit; 
and Edward A. Woods, Equitable. 


TRAVELERS CLUB GIVES DANCE 

A minstrel show and dance will be 
given at the Hotel Majestic on May 23 
by the Travelers Club. The minstrel 
will be informal and entertainment will 
be provided by home talent only. The 
music for dancing will be furnished by 
the Travelers’ own jazz band. 


Lindsley and Others 


Leave Risk Bureau 


GLASS DOES NOT CO-OPERATE 


Retiring Director Complains of Red 


Tape and of Appointments Not 
Confirmed 








THE NEW DIRECTOR 


Colonel R. G. CholmeleysJones 
who has been appointed director 
of the Bureau of War Risk In- 
surance, succeeding Colonel 
Henry D.Lindsley, also succeeded 
Colonel Lindsley in France as 
head of the Bureau there. Mr. 
Jones is a nephew of the late 
Richard Watson Gilder, famous 
magazine editor and poet. He 
first became interested in in- 
surance matters when business 
manager of the “Review of Re- 
views,” at which time he planned 
a contract, called the Gilder 
Policy, which he thought would 
have a wide appeal for working- 
men. At the time he had several 
negotiations with the Home Life, 
but this policy was not pushed 
and eventually was dropped. 








War 
head 


Compensation Divisions have also re- 
signed, and it is reported that other 
resignations are imminent. Commis- 


Following a 
sent to Secretary of the Treasury Glass, 
in which he complained of the intoler- 
able red tape in the Bureau, lack of 
co-operation, 
failure to carry out appointments which 
he 
Lindsley has retired from the Bureau of 
ates, 
and Allowance 
Division, and J. W. Barton, head of the 


long letter which 


unnecessary delays, 


recommended, Colonel Henry 
Risk 
of the 


Insurance, 
Allotment 


Dudley 


he 


and 


D. 


sioner Glass asked for the resignation 
of Director of the Bureau after he had 
received the letter of Colonel Lindsley 
protesting against the way the Bureau 
is being run by the Treasury Depart- 
ment. 

In his letter to Secretary Glass Col- 
onel Lindsley said in part: 

“On the Verge of Failure.” 

“My Dear Mr. Secretary: My settled con- 
viction that the Bureau of War Risk Insurance 
is on the verge of breakdown and failure, which 
would be alike a disgrace to the Administration 
and the cause of physical distress in millions 
of American homes, compels me to solicit your 
personal attention and consideration in the 
solution of certain problems over which I have 
control, 

“T have reference to an acute situation aris 
ing out of the relationship between this bureau 
and the Treasury Department, which is today 
my sole cause of worry for the future of the 
bureau. The internal administrative difficulties 
which I inherited when I became the head of 
this organization are being met and solved. * * * 

“Briefly, am prepared to state that the 
bureau cannot live without the continuous, help- 
ful co-operation of the Treasury Department, 
in those matters where an administrative con- 
trol is exercised through your office. * * * 
My criticism runs to the manner in which the 
control is exercised. The communications I 
receive from the Treasury Department are, as 
a rule, negative or destructive, suggesting rea- 
sons why things cannot be done, requesting 
minute details, postponing final action and re- 
quiring the time of the Director or his staff 
to handle minor matters at the expense of the 
major problems of the bureau. I will explain 
more fully the nature of these criticisms below: 

Confirmation of Appointments. 

“First, in the matter of the confirmation of 
appointments, promotions, and salary readjust 
ments recommended by the Director of the 
Bureau. 

~ 2 * I felt justified when I accepted the 
responsibility of this office in assuming that it 
carried full authority to select and engage for 


the service of the bureau the most competent 
assistants and executives that could be found, 
and that every recommendation I might make, 


subject to proper salary and ultimate budget 
limitations, would be confirmed promptly and 
us a matter of course. ° The result of 


three months’ experience is discouraging and 
gives rise to my statement at the beginning of 


this letter, that this bureau is threatened with 
collapse from lack of co-operation from the 
Treasury Department in matters which are of 


the most vital importance to the bureau. A 
few examples will illustrate the condition I 
complain of; 

“There were returned to me last Friday, 
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The Prudential Insurance Company 
of America 


FORREST F. DRYDEN 
President 


Incorporated Under the Laws of the State of New Jersey 





HOME OFFICE 
Newark, N. J. 


























April 4, the recommendations for appointment 
in this bureau of Mr. C. A, Shouse and Mr. 
J. A. Meagher, which I sent to the Treasury 
for confirmation on March 3 and March §, 
respectively. In returning these recommenda- 
tions Mr. Shouse said that you were not 
satisfied to approve the appointments without 
considerable further information, and asked me 
to procure additional written memoranda re- 


specting these men from Mr. Leon O. Fisher, 
Chief of the Insurance Division, to be pre- 
sented to you by Mr. Shouse. 

“Please note that these recommendations 


were a month old, Last Friday I took up with 
Mr. Shouse a memorandum prepared by Ww. Cc. 
Fletcher, chief of the accounting division, call- 
ing attention to the fact that he is losing many 
of his most valuable employes because of the 
unjust treatment accorded them, which illus- 
trates the necessity of dealing with a situation 
inherited by me when I came in the bureau. 
Briefly, this situation is as follows: 

“Some months ago the Bureau of Efficiency 
worked out a standardization of the salaries 
of the employes of the bureau, which work was 
approved by the Treasury Department, and was 
installed in part. I found that the schedules of 
increases and adjustments already agreed upon 
had not been regularly applied, but that some 
divisions had had two salary adjustments, 
others one, and others none at all. 

“I have repeatedly called this matter to the 
attention of those assistants whom you have 
designated to have jurisdiction over the bureau, 
and have emphasized the necessity of prompt 
action to preserve the morale of the organiza- 
tion. In spite of numerous discussions on the 
subject, and in spite of the fact that I stated 
in the budget memorandum submitted to you 
last month that I would undertake within the 
limits set forth therein to accomplish those 
necessary readjustments, J have never been 
assured, and to this day I am not assured, that 
I have the power to act or that my recommenda- 
tions, of such vital importance to the bureau, 
will be confirmed. 


“Second, in the matter of the confirmation of 
expenditures: 

“The necessities of this burden in the way 
of equipment, supplies, printing and other ex- 
penditures are, by accurate and responsible 
members of my staff, made thoroughly familiar 
to me as the responsible head of the bureau 
before any record thereof goes to the Treasury 
Department. Here again the wsresponsibility 
must be accompanied by full authority to act, 
or it is worthless. I believe you must assume 
that the director of this bureau knows what it 
requires and act upon his recommendations, or 
a director should be appointed who will enjoy 
such confidence. 

“Third, in the matter of the control of the 
administrative process within the bureau: 

“It was proposed recently by the Treasury 
Department in a memorandum submitted by 
you to Mr. Shouse that the (Director of this 
bureau should practically surrender his control 
of its procedure and routine administrative pro- 
cesses by submitting for your approval all gen- 
eral orders and regulations relating to the work 
of the bureau. I have previously pointed out 
the distinction between Treasury decisions and 
administrative orders and regulations which 
affect only those internal matters which the 
Director must control in order to deal promptly 
and effectively with the situations which arise 
from day to day within the bureau. They are 
matters with which no one outside of the 
bureau could possibly be familiar. 

“The fact that this proposal was made indi- 
cates the attitude of the Treasury Department 
towards the bureau, an attitude which is the 
product of a system that separates responsibility 
from authority and which necessarily tends to 


prevent the best organization and the best 
administration, 
Hampered as to Publicity. 
“Fourth, in the matter of publicity. 
“* * * The task of insurance conversion 


alone requires a systematic, organized publicity 
campaign, * * but my experience with hand- 
ling publicity matters through the agencies 
established in the Treasury Department, where 
I have encountered nothing but delays and 
revisions makes me despair of any success 
under the present arrangement, You know as 
well as I do that the bureau is not in good 
repute with the soldiers and their families, and 
that the best and only way to correct this 
impression 18, frst, by improving our services, 
and second, advertising by means of thoughtful 
publicity. I find it necessary to tell you that 
because of the interminable delays in passing 


upon even the most trivial details in articles 
submitted to the Treasury (Department, I have 
been compelled to impose narrow limitations 


upon the bureau’s publicity, in order to avoid 
submitting to the delays in the Treasury. 

“Speaking quite plainly, Mr, Secretary, you 
inherited in this bureau a volcano, and 
assumed its directorship with a full knowledge 
of the fires that burned beneath it. I realized, 
as | believe you did, the necessity of prompt, 
energetic action. Since I took this office 
have broken down with a ruthless hand those 
things within the bureau which prevented 
progress, prevented decisions, prevented con- 
clusions, prevented co-operation, prevented co- 
ordination, and destroyed morale. I shall con- 
tinue this work so long as I remain director, 
because I have in mind the urgency of the 
situation and the vital importance of the ser- 
vice rendered by the bureau to the millions 
of men who served throughout the war and 
to their dependents. 

“But I cannot accept responsibility for suc- 
cess unless I can have your co-operation, con- 
fidence, and support in the matters here pre- 
sented. Whatever measure of success I] had as 


(Continued on page 4) 





4 


THE EASTERN 


UNDERWRITER 





May 23, 1919 





Last Statement of 
Colonel Lindsley 


REFERS TO INSURANCE RATES 


U. S. Policies Issued on Same Cost 
Basis as Those Issued by Mutual 
Life Companies 


Just before leaving office, Director 
Lindsley, of the War Risk Bureau, is- 
sued a statement clearing up the cost of 
the Government’s policies as compared 
with policies issued by the private com- 
panies. There have been many mis- 
statements and Colonel Lindsley de- 
clared he wanted the facts clearly un- 
derstood. He said: 

“The converted life insurance policies 
which will be issued by the United 
States Government are based on the 
American experience table of mortality, 
with interest at three and one-half per 
cent. per annum. Any savings in mor- 
tality and any excess interest earnings 
will go to the policyholders in dividends 
or in reduced premiums. All admin- 
istrative expenses are paid by the 
United States Government out of gen- 
eral appropriations. 

“The policies issued by the United 
States Government have a total and 
permanent disability clause which re- 
sults in those who are insured receiv- 
ing an income for life of $57.50 per 
month on a policy for $10,000, provided 
the total and permanent disability ac- 
crues. 

“If the mortality of those insured 
with the Government exceeds 100 per 
cent. of the American experience table 
of mortality, the cost of such excess 
mortality will be borne by the Govern- 
ment. 

“If the Government receives less than 
three and one-half per cent. interest on 
its reserve accumulations, the deficit 
will be borne by the Government. 

On Same Cost Basis 

“With the exceptions stated, the poli- 
cies issued by the United States Gov- 
ernment are on the same cost basis as 
those issued by the privately organized 
mutual life insurance companies of the 
United States. The difference in the 
cost to the policyholder of United States 
Government insurance as compared to 
life insurance issued by privately organ- 
ized mutual life insurance companies is 
that the United States pays out of gen- 
eral taxation all overhead or adminis- 
tration expenses, usually called ‘loading,’ 
which expenses in privately organized 
companies must be apportioned among 
the policyholders. 

“For the reason stated, it is probable 


that the policies issued by the United: 


States Government will cost 15 to 20 
per cent less than those issued by the 
best-managed privately organized mu- 
tual life insurance companies of the 
United States. 

“Life insurance policies issued by the 
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Colonel Lindsley’s Letter 
To Secretary Glass 
(Continued from page 3) 


head of the War Risk Section with the American 
Expeditionary Forces I attribute directly to the 
fact that my responsibility there was accom- 
panied by power to act. [I organized and 
administered the War (Risk ‘Section, selecting 
its personnel, promoting and demoting members 
of the organization as was best, in my opinion, 
for the services, and I alone was directly 
responsible to the commanding general for every 
act. (1 supposed that my experience overseas 
was one of my principal qualifications you had 
in mind when you asked me to become Director 
of the Bureau here, but, under the system 
which prevails in the Treasury Department the 
value of that experience is reduced to a mini- 
mum. Instead of having full authority the 
acts of the director, in even the smallest mat- 
ters, are reviewed and re-reviewed, over and 
over again, by men who are without experience 
in the matters involved and who do not and 
cannot come into personal contact with the 
problems or the personnel engaged in their 
solution.” 


United States Government are not com- 
petitive. They are issued solely to those 
who serve in the military and naval or- 
ganization of the United States. They 
are limited in amount to a maximum 
of $10,000. They are limited in bene- 
ficiaries to those closely related to the 
insured. 

“It is well to constantly bear in mind 
that the net cost of life insurance woula 
be exactly the same, whether adminis- 
tration is by the Government, or by a 
privately organized company; and that 
the result to the policyholder, in pre- 
mium payments, would be exactly the 
same, provided both the Government 
and the company return to him in divi- 
dends or premium reductions any and 
all profits arising out of mortality sav- 
ings or interest earnings. 

“The United States Government has, 
for only those who served in this war, 
gone one step further than a mutual 
company, and says that all administra- 
tion expenses shall be paid by the peo- 
ple of the United States out of general 
taxation, instead of by the policy- 
holders. This expense of administration 
represents the money difference in fa- 
vor of policyholders with the United 
States Government as compared to 
policyholders in a mutual company. As 
stated, it is probable this difference will 
amount to from 15 to 20 per cent. in 
favor of Government insurance.” 





THE HEGEMAN WILL 


Some Points Cleared Up; Research 
Tuberculosis Laboratory at Mt. 
McGregor Now Assured 





The supposed gift to the executors of 
the estate of John R. Hegeman in 
which the will opens has attracted a 
good deal of attention. As a matter of 
fact the executors are to distribute tne 
contents of the house and the sum of 
$175,000 according to Mr. Hegeman’s 
wishes, and they are not to be retained 
by the individuals. 

The interesting part of the will so 
far as the field force is concerned, is 
contained in a provision that one-eighth 
of his residuary estate is to go to the 
Company for the erection at Mount 
McGregor of an addition to the Sana- 
torium to be called the Hegeman Mem- 
orial, provided the board of directors 
will accept the same; otherwise to be 
erected in some other place for the 
benefit, if possible, of Metropolitan 
men. As a matter of fact, though it 
was not known to the President, the 
Company has been anxious to erect a 
laboratory for research work, and hesi- 
tated to undertake the cost of mainte- 
nance as an annual charge. This leg- 
acy will undoubtedly erect a building. 
The research desired is into the cause 
and treatment of tuberculosis and an 
endeavor to discover some method by 
which the bacilli may be destruyed. 





GOT HELP FROM DREW 


Mutual Benefit’s Agency Superintend- 
ent Gives to Author Data About 
Farming and Life Insurance 
The J. B. Lippincott Company is 
issuing a new book, “Hidden Treasurer,” 
by John T. Simpson, which is a story 
of modern farming in which a life in- 
surance man and a banker figure con- 
spicuously. In the forepart of the book 
the author acknowledges his indebted- 
ness to A. A. Drew, superintendent of 
agencies of the Mutual Benefit, for in- 
formation regarding constructive bank- 

ing and life insurance. 

A review of the book will be printed 
in the next issue of “The Pelican,” 
which will commend it to its agents. 





ELECT PARET PRESIDENT 
Louis F. Paret has been elected presi- 
dent of the Philadelphia Association of 
Life Underwriters. He was born in 
Philadelphia, and is general agent of 
the Provident Life & Trust. 
W. L. Coates, of the Northwestern 
Mutual Life, was elected secretary. 
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GOVERNMENT INSURANCE 


FOR SOLDIERS AND SAILORS 


Government Insurance for Soldiers and Sailors is Term Life and Disability Insur- 
ance for the duration of the war and for five years thereafter. The cost is calculated 
according to the American Table of Mortality, the Government assuming all expenses 
of management and the extra risk incurred by reason of the war. . It is paid oe by 
monthly deductions from the insured’s pay. In case of death monthly payments of 
$5.75 for each $1,000 of insurance are made to the beneficiary for twenty years. In case 
of total and permanent disability similar payments are made to the insured during life. 


The cost is very low but increases each year according to the increasing death-rate 
shown by the mortality table. Each man begins with the rate at his attained age, an 
each year his insurance is continued his rate is advanced. No extra charge is made for 
disability benefits. 


The law providing for this insurance is administered by the Bureau of War Risk 
Insurance which is a division of the Treasury Department, There is an Insurance 
Officer in each camp to give instructions and to take applications, About 90 per cent. 
of the soldiers and sailors have taken this insurance, and the average policy is over 
$8,000. The total amount insured 1s greater than that on the books of all the life com- 
panies and all the fraternal orders in the country. The total amount paid in death- 
claims to February 1, 1919, was nearly $300,000,000, and a still larger amount was in 
process of payment at that date. 


The law under which the Government Insurance is carried on provides that this 
Term Insurance may be continued for five years after the termination of the war and 
that during this period these Term policies may be converted into Life and Endowment 
poaees with level premiums. The regulations governing this conversion have recently 
veen issued and provide for Ordinary Life, Limited Payment Life and Endowment 
policies, with level premiums payable monthly, quarterly, semi-annually or annually. 
These premiums are necessarily higher than the old Term policy premiums because they 
do not increase from year to year. They are the so-called net premiums, as used by 
private companies, and are based upon the American Table of Mortality with interest 
at 34%, They are the amounts necessary to provide for death-claims alone, according to 
the Mortality Table, without loading for expenses, taxes or contingencies—all of which 
are assumed by the Government. he rate is to be that of the attained age, and no 
medical examination is required, 


These policies are unassignable, non-taxable and free from the claims of creditors, 
They are incontestable except for non-payment of premiums. They provide for in- 
surance against death and total disability. The beneficiary must be within the class 
provided by law, but within that limit may be changed at will by the insured. The 
insurance becomes payable on total permanent disability, in monthly instalments during 
such disability. Policies provide for loans, cash surrender values, paid-up insurance, 
and change _in premium payment from monthly to quarterly, semi-annual or annual 
payments. Policies are free of all restrictions as to residence, travel, occupation, mili- 
tary or naval service. Lapsed policies may be reinstated within two years upon satis- 
factory evidence of insura ility, and payment of back premiums with interest. Policies 
ieee rea in whatever gains may accrue from a mortality lower than that of the 

ortality Table, and from an interest rate higher than 314%. 


Application must be duly made for the new insurance during the five years following 
the termination of the war as proclaimed by the President, and until the conversion is 
made the Term Insurance must be kept in force. It may be reduced in amount if 
desired, on application to the Bureau. . 


The new insurance is available only to those who take the Term War Risk In- 
surance while they are in the service. It is properly furnished to a special class 
of citizens who have incurred special risks in defence of the liberties of all. It is 
furnished at as nearly the actual cest for death claims as can be ascertained in advance. 
It is furnished by the taxing power, which exempts it from taxation and pays the 
expenses of administration out of moneys raised by taxation, and stands ready to 
make good any deficiency that may arise by further taxation. Of course no private 
company, which pays heavy taxes to both State and Federal governments, pays its own 
expenses of administration, and provides for contingencies, can compete with the taxin 
power. The class of citizens to whom it is available forms only a small proportion o 
the nation. They should by all means seek its protection. Others should apply to the 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 
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Penn Mutual Practice 
In Accepting Women 


Life Insurance a Growing Necessity for 
Women, Says Harrison S. Gill, 


of That Company 


OFTEN BETTER RISKS THAN MEN 





Company’s General Agency Association 
Holds Thirty-Second Meeting in 
Philadelphia This Week 





The thirty-second annual meeting of 
the Penn Mutual Agency Association 
was held in Philadelphia yesterday, it 
also being the seventy-second anniver- 
sary of the Penn Mutual Life. One fea- 
ture of the meeting was the reading of 
a paper on “Women as Life Insurance 
Risks,” by Harrison S. Gill, supervisor 
of applications and death claims of the 
Penn Mutual. He said, in part: 

“Life insurance exists for the purpose 
of protection against the loss of a life 
having a money value, its purpose being 
to protect and perpetuate the money- 
producing power of an applicant in the 
event of his untimely death. In cases 
of men, this value is usually so evident 
that no special inquiry is needed to de- 
termine the legitimacy of the insurance. 
Very different questions, however, are 
presented in issuing policies on the 
lives of women. 


Women Wage-Earners Quadruple 


“In the United States the number of 
women in business has more than quad- 
rupled during the last ten years. There 
are many women to-day who are bread- 
winners and providers for whole fami- 
lies. To such women life insurance is 
almost a necessity, as it is the only 
means by which they can not only pro- 
vide for their dependents in case of 
death, but also for their own future 
when mature years come. More and 
more women are constantly seeking the 
benefit of life insurance, and under cer- 
tain conditions they are in every way 
good subjects. Generally speaking, the 
atmosphere in which they live is better. 
They do not live under as high a pres- 
sure as men and in most cases risks 
carefully selected from those who can 
pass a satisfactory examination are very 
likely to prove profitable to the com: 
pany. Notwithstanding this, there are 
some companies which do not consider 
their applications at all. The main rea- 
son for this is that the moral hazard is 
greater in some women than men. 
While we admit that greater care must 
be exercised in the acceptance of risks 
on the lives of women, a reasonable in- 
vestigation as to their habits of life, 
general surroundings and the legitimacy 
of purpose, if found to be satisfactory, 
should not prevent the company from 
accepting them. The whole proposition 
must be looked at from the standpoint 
of financial risk predicated upon the 
moral hazard. As more women are ap- 
plying each year for life insurance, the 
company is better able to get a good 
average. 

Why Some Companies Refuse To Write 
Women 

“The strongest reason why some com- 
panies still refuse to write women at all 
is the belief that they, more frequently 
than men, have an intuitive premoni- 
tion of failing health and the first two 
years of insurance show a high mor- 
tality, whether they be married or sin- 
gle. It is almost impossible to get as 
satisfactory an examination of a woman 
as of aman. Also, it is plain taat they 
are subject more to malignant diseases 
which carry off so many of their sex in 
early middle life, and yet we find that 
our female annuitants live longer than 
the men. ; 

“The loss from suicide among females 
is very small, being only six-tenths of 
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one per cent. among spinsters, with only 
a slight increase for married women. 
Some companies that write women con- 
sider them greater risks than men and 
charge an extra premium up to age 48 
or 49. 


Penn Mutual’s First Policy 


“The first policy written by this com- 
pany on the life of a woman was issued 
November 11, 1847. An extra premium 
of $5 per $1,000 per year was charged 
up to age 48. These extra premiums, 
however, were waived with respect to 
new business in April, 1887, and were 
discontinued upon all the company’s old 
business in 1890. An analysis of this 
company’s experience made a few years 
ago and covering a period of 58 years 
shows that the general mortality among 
female risks was 79.2 per cent. The aver- 
age general mortality of the company to 
date has been 76.23 per cent. We now 
have in force on the lives of women 27,- 
941 policies, for $57,079,150, the aver- 
age policy being $2,050. 

“As to the matter of insurable inter- 
est, a single woman earning her own liv- 
ing, who has dependent upon her a 
parent or brother or sister, has an un- 
questioned right to protect the de- 
pendent one by life insurance or pur- 
chase endowment insurance for her 
own benefit. The application, however, 
should be accompanied in each instance 
by a letter showing that the one named 
as beneficiary would incu,s a finaneial 
loss in the death of the life proposed. 
This additional preparation is needed to 
enable us to arrive at a proper estimate 
of the risk. 


Difficult To Lay Down Rules 


“It is difficult to lay down a rule ap- 
plicable to all cases. It seems that the 
life of a married womy 1 dependent for 
support upon her husband is not 4 life 
which has an insurable interest to a 
very large extent. To create such an 
interest a married woman should be 
from a financial standpoint, a producer, 
following a profession, having a busi- 
ness of her own or possessed of an in- 
come which her husband shares during 
her lifetime and which would end with 
her death. 

“A widow having children to support 
finds life insurance a good way to make 
provision for them. In this way she 
can provide for their education in the 
event of her death, as each year she 
lays aside a certain amount toward 


their protection in the years when the 
children need it most. 
Insurable Interest 

“You know, of course, that we always 
have considered and are still willing to 
entertain the application of a woman, 
married or unmarried, for any amount 
up to our published limit in favor of 
any one having a good insurable inter- 
est in her life, provided that the plan 
and amount are in keeping with the 
financial and social standing of the ap- 
Plicant, but in all cases the legitimacy 
of purpose must be shown. When an ap- 
plication of any size is submitted on the 
life of a woman, we always desire to 
know the reasons therefor and what in- 
surable interest exists. It may exist 
when the husband is not insurable, pro- 
viding he is not suffering from con- 
sumption or an infectious disease. We 
also desire the woman to apply for an 
endowment policy in which she is the 
beneficiary maturing at age 65 or 
and her children contingent bene- 
ficiaries in the event of her prior death. 

“Our experience shows that there is 
a class of applicants among women 
which we are always compelled to de- 
cline, no matter how well they pass the 
medical examination. This refers to 
those who have reached advanced age 
and who desire the policies payable to 
beneficiaries, usually sons or daughters, 
who have reached the age of self-sup- 
port. The applicant in most cases of 
this kind has no means of her own and 
the son or daughter considers it a good 
speculation to insure her life for his or 
her benefit. This is especially true in 
cases of women of foreign birth. They 
do not seem to have any too much re- 
gard for the importance of the contract 
into which they are about to enter, as a 
rule cannot sign their names and give 
very little information concerning them- 
selves except of a favorable nature. It 
is our desire to discourage the solicita- 
tion of this class of risks. 

“We are urged very often to accept an 
application for a large amount on the 
life of a woman, married or widow, in 
favor of self-supporting children or for 
the benefit of her estate (sometimes 
used to conceal the true purpose). It 
is set forth that the woman is in re- 
ceipt of sufficient income from the earn- 
ings of her children to make it possible 
for her to maintain the premium on the 
policy she has applied for. That condi- 
tion does not create an insurable inter- 
est. The death of the mother would not 








NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-NINE YEARS 


HAS PROTECTED THE 


HOME AND FAMILY 


Edward D. Field, Superintendent of Agencies 











70. 


entail a financial loss to the children. 
A very different kind of insurance from 
this is insurance on the lives of chil- 
dren for the benefit of either parent. 
This is unquestionably legitimate and 
we accept cases of this kind freely. The 
child’s death would cut off his or her 
earning ability and thus the support 
which the mother has received from 
him or her would be stopped and the 
policy would be a means of assisting 
her financially for the loss sustained. 
Speculative Intent 

“The presence of speculative intent 
may be difficult to detect, but the pres- 
ence or absence of insurable interest is 
easily discovered. It is evident to us 
that a large number of cases which we 
decline do not result from a speculative 
tendency on the part of the husband but 
rather from a misdirected canvass on 
the part of our agents. This becomes 
apparent when we learn upon inquiry 
that the husband carries his insurance 
in other companies. In such cases the 


other agent and the company get the 
really desirable business, while our 
agent writes up the wife. When the 


husband applies or is already insured 
with us for the benefit of his wife, we 
are more liberally inclined to consider 
her application for a moderate amount 
when the purpose seems legitimate. A 
clear understanding on this point will 
not only give fewer rejections or limi- 
tations of female applicants, but will 
also assist us in securing a great many 
applications from desirable men _ that 
now go to other companies, where they 
also apply for an increase of insurance. 

“One of the largest companies in the 
country does not insure women at all. 
Another excellent company states that 
it will not insure married or divorced 
women, women engaged to be married 
or widows for any kind of life insur- 


ance. It is stated as a reason for this 
decision that the Medico-Actuarial in- 
vestigation reveals the fact that the 


mortality on spinsters is good but that 
the mortality on married women naming 
a beneficiary other than husband is high 
and that the mortality of married 
women naming their husbands as bene 
ficiary is still higher. 

New Optional Endowment Plan 

“We have recently decided to con- 
sider female risks who are otherwise de- 
sirable on the new Optional Endowment 
plan for policies maturing at age 65 or 
70. We believe this offers a very attrac- 
tive proposition to a legitimate female 
insurer. There is generally only a few 
dollars’ difference in the rate between 
Optional Endowment at age 70 and the 
Ordinary Life, but it is not so much to 
secure this additional premium as to 
discourage those applications of a specu- 
lative nature which are brought to us 
by agents of other companies that do 
not look with favor upon women risks. 
Inasmuch as such applicants desire to 
obtain their policies at the lowest pos- 
sible rates, it is our belief that they will 
seek their insurance from companies 
which will grant them Ordinary Life 
contracts, thus relieving us from the 
consideration of an undesirable class. 

“Practically all companies have found 
Joint Life policies on husband and wife 
to be unprofitable by reason of the high 
mortality. Very few companies issue that 
form of policy today, and our com- 
pany has discontinued it in cases of this 
kind. 

The Penn Mutual’s Practice 

“Generally speaking our practice re- 
garding the acceptance of female risks 
is as follows: 

“We do not charge an extra premium 
but restrict the form in accordance with 
the attending circumstance. 

“Married women with husbands as 
beneficiaries are considered for small 
amounts, if the husband carries an 
equal or larger amount of insurance but 
the policy issued is usually a form of en- 
dowment maturing at age 65 or 70. A 
woman’s husband will not be made the 
beneficiary except where insurable in- 
terest is shown. 

(Continued on page 6) 
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Predict $20,000,000 
Year for C. B. Knight 


AGENCY HAS BEEFSTEAK DINNER 


March Paid Writings of $1,500,000; 
Five Years Ago Wrote Less Than 
$2,000,000 


The members of the Union Central 


Life general agency in New York City 
were summoned by General Manager C. 
B. Knight to appear in full office equip- 
ment at Reisenweber’s, Fifty -ninth 
street and Broadway, Thursday evening, 
May 15, to partake of a beefsteak din- 
ner and all that goes with beefsteak din- 
ners. Notice was served in advance 
that all formality would be dispensed 
with. It was. Worries and troubles 
were to be left behind. They were. 

The dinner was arranged to celebrate 
in a good, old-fashioned way the splen- 
did success achieved by the New York 
agency of the Union Central Life during 
March, when General Manager Knight 
was in the South rusticating. 

It was this way—word had been sent 
out from the home office of the Union 
Central at Cincinnati that it might be 
well to put the brakes on just a little 
in New York City in the way of busi- 
ness production; that gave General 
Manager Knight a real excuse for going 
away for a well-earned vacation, but it 
did not work out as was intended. In- 
stead of the brakes going down, the 
members of the agency opened up the 
throttle wide with the result that busi- 
ness in amount of $1,500,000 plus was 
paid for in the agency during the 
month. 

When the word was passed to fall in 
at the dinner, fifty members of the New 
York City agency of the Union Central 
Life, together with four guests, filed in- 
to an uniquely-arranged feed room. 
Each man present donned the primitive 
garments of cooks’ white aprons and 
turbans, and the crowd was then seated 
at a single plank rail set up on pack- 
ing crates. Throughout the dinner an 
unusually interesting and pleasing en- 
tertainment was provided, which was 
thoroughly enjoyed by the bunch. 

Home Office Guests 


From the home office of the Union 
Central Life were Charles Hommeyer, 
assistant superintendent of agents, and 
Louis Breiling, treasurer. 

Mr. Knight acted as toastmaster and, 
after congratulating the members of his 
ugency on their work, said that the 
first twenty men in the agency at pres- 
ent rate of production will each pay for 
an average of $419,395 during 1919. The 
first ten men will pay for an average 
oi $616,890. Speaking of the $1,500,000 
plus production in March, Manager 
Knight said that Joe Gross paid for 
about one-tenth of it. Mr. Gross, who is 
setting a pace that will be hard to beat, 
has a record of 213 weeks, or more than 
four years’ steady production without 
a miss. Manager Knight said the lead- 
ing agent of the agency is producing 
business at the rate of $1,500,000 per 
year. The next four producers from 
$500,000 to $1,000,000 per year; the next 
two from $400,000 to $500,000 per year; 
the next four from $300,000 to $400,000 
per year; the next six from $200,000 to 
$300,000 per year, and the next ten from 
$100,000 to $200,000. The twenty-seven 
men listed at the present rate of pro- 
duction will pay for more than $10,000,- 
(00 business during the present year. 

The New York City general agency 
paid for more than $5,000,000 of busi- 
ness during the first four months of 
this year, which is at a rate of $15,- 
000,000 plus per year. Manager Knight 
said that from the present outlook the 
agency will pay for more than one- 





half of the $15,000,000 plus, during the 
first six months. 

Agency Praised by Mr. Hommeyer 

Mr. Hommeyer stated that the record 
of the New York City general agency is 
monumental in the history of the Union 
Central Life. He said that the agency 
had more than $50,000,000 of business 
in force at the present time. He ob 
served that not the shore line of Man- 
hattan, but the sky, will be the limit of 
the agency’s achievement in the future. 
Mr. Hommeyer congratulated the men 
who were contributing to the success of 
the agency. He named Robert A. Sas- 
seen as the leader and Alexander Saun- 
ders as runner-up. Mr. Hommeyer said 
that making good in life insurance sell- 
ing is largely a personal matter; that 
life insurance salesmen. were both the 
tools and the materials with which they 
work, and that it was. up to the life in- 
surance men to minimize the “if” in life 
by substituting the “sure” in insurance. 

Treasurer Louis Breiling spoke of the 


effect of the Federal Farm Loan Bank 
on the farm mortgage loans of the 
Union Central Life. 
Gift for Manager 
Harvey Thompson, with one of his 
characteristic, earnest after - dinner 
speeches, presented General Manager 


Knight as a token of appreciation of the 
Monday Morning Meeting Club of the 
agency with a gold fountain pen. 

In the remarks of a number of the 
agents present the feeling was ex- 
pressed that there would be a produc- 
tion by the New York City general 
agency of the Union Central Life for 
1919 of $20,000,000. One agent pledged 
$1,500,000 and called on four others to 
pledge $1,000,000 each. This is quite in 
contrast with the production of the 
agency five years ago, when its total 
was between $1,250,000 and $1,500,000 
annually. 


H. G. EVERETT RESIGNS 





For Twenty-Three Years Agency Man- 
ager Central Life of lowa; 
Also Vice-President 


H. G. Everett, vice-president and for 
twenty-three years agency manager of 
the Central Life of Iowa, has resigned. 

It is understood that the resignation 
grows out of the recent mutualization 


of the Company. 


Penn Mutual Women Risks 
(Continued from page 5) 


“Term insurance is rarely issued on 
female lives, the only occasion being 
where the policy is to be used in a busi- 
ness transaction or to protect a financial 
interest. 

“We do not accept applications from 
women of advanced age for policies pay- 
able to self-supporting children, where 
there appears to be an element of specu- 
lation or a possibility that the insur- 
ance is applied for with the thought 
that it is intended to be used in any 
other way than to protect a proper and 
legal insurable interest. 

Disability Benefits 

“Disability benefits are granted up to 
age 55 to wage-earning women of ac- 
ceptable classes for an amount not ex- 
ceeding $5,000 total. 

“Women applicants must be unexcep- 
tional in health as well as in personal 
and family history and of this class 
only those lives are desired which are 
actually productive of money to those 
for whom the protection is sought, that 
is, the beneficiaries must have an ac- 
tual, definite pecuniary interest in the 
continuance of the life of the insured. 
The class of female lives especially elig- 
ible are those women who are by their 
own labor or exertion supporting them- 
selves and others who may be in some 
way dependent upon them, and those 
women who have a life interest, only, in 
property which reverts on their decease 








Assets 
Liabilities 
Capital and Surplus 
Insurance in Force 


Total 


Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


OLDEST-LARGEST -STRONGEST, Southern Life Insurance Company 
Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITIONS ON DECEMBER 31, 1918 
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Payments to Policyholders since Organization 
JOHN G. WALKER, President. 


16,626,824.78 











The Columbian National Life Insurance Company 


Boston, Massachusetts 
ARTHUR E. CHILDS, President 
LIFE, ACCIDENT, and HEALTH INSURANCE 


Low Guaranteed Rates 








next birthday to 6 years. 


anteed by State Endorsement. 





BASIL S. WALSH, President 





HOME LIFE INSURANCE COMPANY of AMERICA 
INCORPORATED 1899 
PROTECTION FOR THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from age 3 months 


INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. SOG Walnut St., Philadelphia, Pa. 
JOSEPH L. DURKIN, Secretary 








JOHN J. GALLAGHER, Treasurer 











INTERNATIONAL LIFE or st. vouis 
SMASHED ALL RECORDS IN 1918 
Jt was the Special Combination and New T. O. Policies that did the work. 


If you are not selling them we are both losing money. 
Write us today 


INTERNATIONAL LIFE, ST. LOUIS, MO. 





for contract 














CAPABLE MEN | 


Can Always Be | 


WELL PLACED 


Much desirable territory is ready for 
Agents who can deliver policies in satis- 
factory volume. Inquiries about localities 
will have careful attention. 


Union Mutual Life 


Insurance Company 
PORTLAND, MAINE 
Address: | 














ALBERT E. AWDE, Supt. of Agencies. 





to persons other than the beneficiary 
for whom the protection is desired; also 
those women who have an income of 
their own and who desire an invest- 
ment for themselves and protection for 
minor children. 

“All female applicants are serutinized 
as carefully as possible in order to de- 
termine the insurable interest, source 
of income and other relative features by 
which we might judge the desirability 
of the risk we are asked to assume, but 
thereafter the discrimination, if it can 
be so termed, disappears and the appli- 
cant is accepted at our regular rates the 
same as male lives. 

“With all these facts before us, it 
would seem that the company should 
encourage applications from women of 
the desirable class and if it were possi- 
ble, as we believe it is, to interest such 
women in life insurance the same as has 
been done with men, we would have, I 
am sure, fully as favorable a general 
mortality.” 
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when it is most needed. 





Founded 1865 


The Provident Life and Trust 
Company of Philadelphia 


Provident policies are “seeing ahead” policies. Taken 
out now, they provide effective protection at the time 


Northwest corner Fourth and Chestnut Streets 




















THE MOST VALUABLE POLICY FOR YOU 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 





FE INSURANCE oe 


OF BOSTON mMassacnyU 


WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 








Celebrities Talk At 
Perez Huff Dinner 


AGENCY GOES RAPIDLY AHEAD 


Much New Talent Discovered; Man, 
Two Years in Business, Writes 
More Than $1,200,000 


The annual dinners of the Perez F. 


Huff Agency are interesting to attend 
from many angles, not the least ims 
portant of which is the progress that 
is reported during the past twelve 
months, and announcements made of 
new talent unearthed. The dinner at 
the Marie Antoinette on Thursday 


night of last week was no exception to 
the rule. 

The general agency, which is leading 
other Travelers’ general agency offices, 
and which is about fourth among all 
general agents in New York City, is 
going at an unusually fast clip, as was 
demonstrated by a four days’ special 
hustle of the agents in honor of Mr. 
Huff during which they gathered in 
more than $800,000 of applications 
which were placed on a platter, and 
while the orchestra played “Smiles” an 
agent walked in and placed the platter 
before Mr. Huff. It developed that 
more than $300,000 of this business was 
produced by an agent named Bressler, 
who two years ago was not an insur- 
ance man, but who wrote $1,200,000 dur 
ing the past twelve months, leading the 
agency. 

Baldwin and Holmes Talk 


Percy Baldwin, of the Home Office, 
and KE. F. Holmes, of the New York 
Office, both testified as to Mr. Huff’s 


in discovering and un- 
earthing producers. He finds salesmen 
in other lines of business, “sells them 
life insurance,” and they quit their jobs 
and go into the insurance business with 
surprisingly successful results. 

A profound student of life insurance, 
and able to impart his knowledge and 
enthusiasm to others, there is not the 
least doubt in the worid that Mr. Huff 
is a remarkable developer of insurance 
talent. The speakers at the Huff din- 
ner included Justice Guy, of the Su- 
preme Court; Deputy Superintendent 
Stoddard, “Big Bill” Edwards, of in- 
come tax fame, and Harry B. Rosen, 


unusual ability 


of the New York Life. Justice Guy 
had much to say of the honored posi- 
tion of the life insurance man in the 
community, and why he deserved the 
honor. He said no insurance man could 
succeed without integrity, and judged 
by the number of life insurance men 
who succeeded they played the game 
squarely. 

Collector Edwards, told of his insur- 
ance experiences. He had been an ugent 
for Prosser & Homans, wd the hap- 
piest day of his life was when he 
landed a ten-year endowment which 
called for a premium of $16,000. 

H. B. Rosen, who had written twenty- 
seven applications during the day and 
who left the dinner at midnight in 
order to go to the Hotel Astor and 
write twenty more applications before 
he went to bed, praised Mr. Huff 
highly. 

The dinner struck 
mark all along the way, 
many indications that Mr. Huff will 
reach the goal of his ambition—to lead 
all general agents of the United States 
in point of i chicseaneat 


the high-water 
and there are 


AETNA’S LOAN ACTIVITIES 


$33,000,000 Subscribed Through Partial 
Payment Plan; Much Praise For 
President Bulkeley 





President Morgan G. Bulkeley of the 
Aetna Life, is the recipient of many 
letters of congratulation from _ insur- 
ance commissioners, state governors, 
congressmen and other high officials re- 
garding his generous and liberal efforts 
in connection with the various Liberty 
loans. The Aetna Life Partial Payment 
Plan, of which he was the founder and 
originator, was responsible for a sub- 
scription to all loans of over $33,000,000. 
The plan which was extended to all 
industrial employers and employees of 
Connecticut allowed the working man 
to buy bonds at the rate of fifty cents 
a week. Over 160,000 individual sub- 
scribers took advantage of this offer. 

In order to carry out this vast work 
ex-Senator Bulkeley has arranged a 
special Liberty Loan department occu- 
pying ten rooms and calling for the 
service of fifty full-time clerks. This 
department has delivered to over 40,000 
individual paid-up subscribers, five mil- 
lion dollars’ worth of paid-in-full bonds. 





Controversy Creeps 
Into Lecture Course 


WILLIAMS ANSWERS 


HAMILTON 

General Agent Tells Students That 
Preliminary Term Retaliation 

Would Be Mistake 

The lecture course at Tulane Uni- 

versity, New Orleans, which was start- 

ed four years ago by Wilson Williams, 

general agent of the New England Mu 


tual in that city, now has an enrollment 
of more than 130 students. The pres 
ent course is designed for treating 
only of life insurance salesmanship and 


not fundamental principles, actuarial 
problems or legislative measures. How 
ever, an element of controversy over 


technical life insurance has marked the 
last two lectures. 
Mr. Williams delivered an 


ideals which promote success 


ss on 


May 


addre 
on 


12th. After discussing the fdealism of 
the true agent Mr. Williams took up 
the methods of policy valuations, his 


reason for doing so being the result of 
an address made at Tulane University 
by Isaac Miller Hamilton, president of 
the Federal Life. 

“A recent lecturer in this 
(Isaac Miller Hamilton) who is a good 
friend of mine quoted Charles Jerome 
Edwards, a very able underwriter of 
life insurance, New York City, favoring 


course 


the preliminary term method of ac 
counting in life insurance,” said Mr. 
Williams. 

“T know Mr. Edwards to be a broad 


disposed to 
action, and 


gauged, high-minded man, 
be liberal in expression and 


the statement accredited to him, viz: 
‘That there is no difference between 
the so-called standard Select and Ulti- 
mate method and the Modified Prelim 
inary Term method of accounting in 
life insurance,’ may be correct, but I 


agree with this conclusion. 
There is an ideal standard of Company 
management and agency practice, and 
the many failures within a compara 
tively short time of companies starting 
business under the term method of 
valuation as against none operating on 
a higher standard, would seem to argue 
a very great difference between the 
methods employed. Of course, some of 


cannot 


the failures were of companies imposed 
upon the public to enrich their stock 
promoters, but imposition would not 
have been possible on an ideal basis of 
policy valuation.” 

Mr. Williams concluded by saying 
that Massachusetts, like Texas, has 
clearly the right to enact or refuse to 
enact any law governing life insurance 
operations, and, therefore, has the right 
to continue valuing policies on the 
most stringent reserve basis. He said: 

“The old-established companies have 
consistently maintained a very gen- 
erous attitude towards the younger 
companies and the field representative 
of these older companies have scrupu- 
lously observed the proper code of 
ethics in their agency practice. Any 
movement that might now be started, 
such as suggested retaliatory legisla- 
tion, could not fail to destroy the good 
feeling now existing among representa- 
tives of all the companies, and might 
be the forerunner of ficld practice sug- 
gestive of the evils of former days. Life 


business was never better than at 
present. All companies are prospering, 
and any action designed to stir up 
strife and antagonism could have no 
possible beneficial results. It certainly 
could not create anything approaching 


an ideal condition in the field.” 


SEVERAL TITLES CHANGED 


Aetna Companies Make Departmens 
Superintendents Managers; Assist- 
ants To Be Advanced 


Through Secretary John 8. 
charge of the New York 
of the Aetna Companies, 
Office of those companies 
nounced a general change 
of various heads of departments, from 
superintendent to manager. The de- 
partments and individuals affected by 
this change are: 

Clarence Griffin, manager 
and health; KE. H. Morrill, Jr., 
brokerage and agency: FE. J. Perrin Tr., 
manager automobile and Edmund Bly, 
manager automobile; John M. Thurlow, 
manager burglary; Arthur M. Murray, 
manager liability; W. CC. Gallaer, 
manager plate glass. 

This change makes it possible for the 
heads of various departments to accord 
to their immediate assistants the title 
of superintendent. 


Turn, in 
branch office 
the Home 

has an- 
in the titles 


accident 
manager 








wide reputation. 








) The Verdict of the Great Jury. 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. 
eight years the Massachusetts Mutual has been building up a nation- 
Its friends are everywhere and are ever ready to 
testify to the faithful and efficient service that it always renders. 
is no better company to buy from and no better company to sell for. 

Occasionally we have a General Agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


Incorporated 1851 


For sixty- 
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After another Year of Splendid Success, 


The Agents of the 
New England Mutual Life Insurance Company 








Face the New Responsibilities resulting from the War, 
with the Determination to give that 


Generous Service which is making Life Insurance 





A Universal Necessity 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





The Fidelity Mutual 
Life believes’ that 
Prohibition will 
mean a lot more life 
insurance for the ag- 
ents. These are its views of the whys 
and wherefores: 

National prohibition is coming along 
in such a quiet, unassuming way that 
we are apt to take it for granted to 
such an extent as to overlook the vast 
changes it will produce in our social 
and economic life. Most of us are too 
busy to spend much time pondering 
over the abstract questions involved in 
such a far-reaching reform; but we are 
all keenly interested in this: How will 
prohibition affect life insurance? 

Here are a few plain, brief facts that 
will answer that question: More people 
will be able to get life insurance, be- 
cause prohibition will eliminate one of 
the principal causes of physical rejec- 
tion. More people will want life insur- 
ance, because, as prohibition will lower 
the death rate, there will be more peo- 
ple. More people will be able to get 
insurance, because they will have more 
money for that purpose. Everywhere 
that prohibition has been’ enforced 
there has been a remarkable growth 
in the savings habit. More people will 
want insurance, because _ prohibition 
will spread the doctrine of thrift and 
the protection of old age and the home. 

If anybody had told you five years 
ago that five years hence a combina- 
tion of circumstances would produce a 
demand for life insurance that would 
be more than twice as great as that of 
ordinary times, you would have labeled 
him a wild-eyed theorist, if you had 
paid any attention to him at all. Yet 
exactly that has happened, although no 
one could have foreseen it. It required 
the death, disease, suffering, wreckage 
and waste of over four years of war, 
together with an epidemic equally trag- 
ic in its results, to teach the lesson 
that has resulted in the present de- 
mand for life insurance. It is a lesson 
that has been well learned. Prohibition 
will teach the same lesson and many 
more will learn it. The sphere of the 
agent will be broadened and his oppor- 
tunity for service and reward will in- 
crease proportionately. 

J * ” 

The great life insur- 
ance companies of the 
United States are real- 
ly public service insti- 
tutions, says “The Out- 


Says Prohibition 
Will Help 
Insurance Agent 


“The Outlook” 
Praises 
Insurance 


look.” The American public does not be- 


gin to realize what the life insurance 
companies have done in the way of en- 
abling the individual citizen to save 
his money and to put it to useful work, 
not only in promoting his own pros- 
perity, but also in developing the re- 
sources and improving the general wel- 
fare of the country. They are really 
co-operative societies in which the ac- 
cumulated small savings of their army 
of policyholders are put to work build- 
ing railways, erecting mills and fac- 
tories, clearing land, cultivating farms, 
and furnishing much of the industrial 
power and energy which has made the 
people of the United States the great- 
est Nation in the world. 

Every young man, or young woman 
for that matter, who can be persuaded 
to take out a policy in a high-class, 
reputable insurance company thereby 
enters upon a career of saving. The 
policyholder is compelled to pay the 
premium on the policy regularly (in 
annual, semi-annual, quarterly, or 
monthly payments) in order to get the 
full benefit of the undertaking. It is 
the required payment of the premium 
at regular intervals that forms the 
compulsory motive for saving, a motive 





which no other form of nationally or- 
ganized thrift can so well supply. 

The life insurance companies of 
America would be performing a real 
service at this juncture in our national 
life if they should work out some plan 
for undertaking a national campaign of 
education to teach young men and wo- 
men the value of life insurance as the 
most desirable method ever invented 
for conserving savings. 

* * * 

In commenting upon the 
What Agents advisability of agents 
Should pointing out the options 
Emphasize and privileges of the pol- 
icy instead of emphasizing 
the importance of low premium rates, 
large dividends or the size of the Com- 
pany, the Equitable of Iowa, in its Home 

Office paper, says: 

“A prospect seldom really worries 
about a difference of thirty cents in 
dividends. His conception of the im- 
portance of such matters will be in ex- 
act proportion to the amount of talk 
that you seem to find it necessary to 
give to these topics. 

“Of course, we may well talk low net 
cost and large dividends. In 1919 the 
Equitable of Iowa stands out among 
the very few big dividend companies 
that have not reduced their scale. But 
the point is that these things do not 
sell insurance. 

“Amid a jumble of wild-cat schemes 
and smooth-talking salesmen a prospect 
feels that he has found an oasis in the 
desert when you, Mr. Equitable Agent, 
walk in to show him a bit of real sin- 
cerity in your sales talk. Tell him hon- 
estly just what the contract offers. 
Why—these things are wonderful, and 
to explain them is to make a sale. To 
go into long estimates of dividends is 
to burden his mind with numbers that 
he cannot possibly appreciate. He will 
find out how real is the dividend serv- 
ice connected with Equitable policies 
as the years go by. Be sure you tell 
him exactly what his contract promises 
and pay less attention to the dividends 
that he may receive. 

“The reason that we feel that this 
should be emphasized is found in an 
experience that we had just the other 
day. We happened to have a little 
competition with another very good 
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THE TRAVELERS 


WRITE THE GREATEST VOLUME OF 


GUARANTEED LOW COST LIFE INSURANCE 
AND 
CASUALTY INSURANCE 
THE OPPORTUNITY TO SUPPLY THESE INSURANCE 


NEEDS GUARANTEES AGENTS THE BROADEST 
FIELD AND THE LARGEST INCOME. 
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COMPANY 


CONNECTICUT 








company. This company absolutely dis- 
countenances any wmisrepresentation, 
just as does the Equitable of Iowa. But 
the agent in question had made a com- 
parison of the insurance in force to the 
surplus of both companies. Very clev- 
erly, however, he had omitted the $1,- 
000,000 of our surplus, and wrote it 
some $490,000 instead of $1,490,000; 
and while the number was used sev- 
eral times and three or four compari- 
sons were made on the basis of surplus, 
in every instance, he failed to mention 
the million and wrote only the four 
hundred thousand. 


“We explained to the prospect how 
unfortunate it was that this agent 
made such an oversight (?) in his 
hurry. But the prospect was not so 
innocent a sheep, so mutton-headed, 
that he had not an opinion of his own. 
The result was that he conceived a 
distrust of the other agent, and of 
course the business was placed with us. 
Now as a matter of fact the ratio of 
insurance in force to surplus is much 
greater with the Equitable than with 
the Company in question, and the agent 
would have done better to have passed 
over the matter entirely, and to have 
directed the attention of the customer 
to his policy. Various circumstances 
attending the case cause one to think 
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“The Oldest Company in America” — 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- | 
The “contribution plan” of surplus distribution, used al- | 
most universally by American companies. 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life’—known in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


| 34 Nassau Street, New York 


The Continuous Instal- 


Unexcelled policies 





























that had he done so he would have ob- 
tained the business himself, because of 
the acquaintance and friendship ele- 
ment. 

“So it is plain that you can never 
lose by telling your prospect just ex- 
actly what your policy is. The man 
representing the Equitable of Iowa has 
no need to fear competition. But why 
have it at all? Why build yourself a 
man of straw that you must again knock 
down. Talk your company, your pol- 
icy, show your prospect what this pol- 
icy means to him, and get away from 
long drawn-out estimates of dividend 
comparisons with other companies. 
Such estimates are in your favor, we 
know, but they mean little or nothing 
to the average prospect.” 

* a * 


When a prominent citizen 
Opportunities dies the enterprising life 


Are insurance salesman takes 
Everywhere advantage of that fact— 
especially if the death 


occurred before the man had reached 
the allotted “three score and ten’’—to 
point out the lesson to prospects in that 
vicinity—and he closes many of them. 
The Massachusetts Bonding asks its 
agents this: 

“Are you taking advantage of the 
wonderful soliciting material contained 
in the daily newspapers, or in the acci- 
dents and sickness continually occur- 
ring in your town? If you are not, you 
must confess yourself less enterprising 
than the life insurance salesman, and 
really you are very much less enterpris- 
ing, for you have dozens of examples to 
work on where they have one. Acci- 
dents and sickness are much more fre- 
quent than death. 

“Are you working in a large city? 
If so, the daily newspapers are brimful 
of soliciting material. Take a copy, 
mark the items relating to accidents 
and armed with it interview prospects 
while the same accounts are fresh in 
their minds. 

“Tf you live in a town which does 
not boast a daily newspaper the per- 
sonal items in the weekly paper fre- 
quently contain good soliciting ma- 
terial. Incidentally, the town may be 
of such a size that everyone knows 
everyone else. When Mr. Smith breaks 
his arm the whole town knows about it 
and that is the time to interview his 
friends and neighbors in connection 
with income protection. 

“When Mr. Jones, the banker, is sick, 
daily reports of his condition are on 
the street until he recovers—or dies. 
What better example to hold up to a 
prospect of the necessity of carrying 
income insurance. 

“It makes no difference whether your 
town be large or small.” 





a 





bs a a hg 







































































oo se 





a 


May 23, 1919 


THE EASTERN 





UNDERWRITER 





Policy Proceeds 
Exempt From Tax 


APPLIES TO NEW YORK STATE 





Controller Travis Issues Statement 
Regarding New Income Tax 
Law’s Operation 





A statement explaining some of the 
intricacies of the new income tax law 
in New York State has been made pub- 
lic by Eugene M. Travis, State Comp- 
troller. He said in part: 

“There are certain deductions al- 
lowed, such as life insurance policies, 
industrial insurance, ete. 

“The law expressly provides, how- 
ever, that these deductions are not to 
be allowed in respect to ordinary living 
expenses, life insurance premiums 
(when the taxpayer is the beneficiary), 
etc.” 

The Merchants Association has sent 
out a statement protesting against gov- 
ernment taxing of proceeds of life in- 
surance policies. 





WELCOMED TO HARTFORD 





Thirty-two Representatives of Con- 
necticut Mutual Who Saw Service 
in War Entertained 





Thirty-two representatives of the 
Connecticut Mutual Life, who have 
been in the service during the great 
war were welcomed back to Hartford 
and to the Company’s fold at an en- 
thusiastic home-coming gathering held 
in Hartford last week Thursday evening. 
An innovation in the line of welcomes 
was introduced in the fact that girls 
and women were present. 

The program began with a song by 
the minstrel cast of thirty-five people, 
all of whom were employees of the 
Company. George Cabot made an ex- 
cellent interlocutor, and all were en- 
tertained by the witty work and clever 
minstreling of Sherman Fifoot. Fol- 
lowing the first song, President Henry 
S. Robinson of the company gave the 
boys returning to civilian life and oc- 
cupation a hearty welcome, speaking 
for himself and for the company, which 
was represented by the presence of 
many other officials. 

Mr. Robinson made clear to the boys 
that he and the company were grate- 
ful for the way they had acquitted 
themselves of the job they had been 
sent to do. Jobs are waiting in the 
Connecticut Mutual Life Insurance 
Company’s office for every man who 
gave up insurance to fight for his coun- 
try, and for one, President Robinson 
was confident that their war work done 
and done so well, the boys would carry 
with them into civilian life the bitter 
lessons and hard experiences they 
had learned in camp and on the field, 
and that every boy would make a 
better man, a finer citizen and a more 
capable worker. 

After the minstrel show, refresh- 
ments were served and the evening 
closed with exchanges of more _ per- 
sonal greetings among old friends meet- 
ing for the first time, and for the first 
in a long, long while enjoying the 
dances carefully arranged for them by 
the committee in charge. 





THREE ASSESSMENTS VOTED 





Department Examiner Reports on Con- 
dition of Catholic Women’s 
Benevolent Legion 





Reporting on the condition of the 
Catholic Women’s Benevolent Legion, 
New York, the insurance department 
examiner says: 

“Insufficiency in rates is becoming 
apparent in the finances of the Society. 
One extra assessment was called dur- 
ing 1918. The directors have also voted 
to call three extra assessments during 
1919. Such action probably marks the 
beginning of the decline of the Society. 
The experience of other societies that 


Aircraft Commercial 
Use Not Far Away 


PLANT MANAGER’S PROPHECY 








Individuals Will Buy Planes Exten- 
sively Inside of Two Years, Says 
Cleveland Builder 

Lawrence D. Bell, factory manager 
for the Glenn L. Martin Company of 
Cleveland, makers of airships, gave 
The Eastern Underwriter some inter- 
esting views regarding the aeroplane. 
Four points he made follow: 

“1. We are of the opinion that about 
1% years will elapse before individuals 
will begin buying aircraft in any con- 
siderable numbers. However, these 
purchases have already been started. 

“2. During the next few years there 
will probably be many civil uses of air- 
craft developed. However, we believe 
that the greatest and most profitable 
and practical use of the airplane will 
be as a common carrier for the trans- 
portation of passengers, as well as 
freight and express matter. 

“3. We are now negotiating for the 
sale of a number of our commercial 
planes to be operated on scheduled 
service for the carrying of passengers, 
as well as freight, both in this country 
and in Central and South America. 
Also, individuals are negotiating for 
these machines, not as pleasure craft, 
but as a means for the transportation 
of men, as well as freight, in isolated 
territories, in the same manner as they 
operate motor trucks, etc. 

“4. The prices of machines capable 
of carrying three tons of merchandise 
vary greatly. We would estimate from 
$45,000 to $75,000. A pleasure plane 
capable of carrying one person is 
worth from $6,000 to $10,000; two per- 
sons, $7,000 to $15,000.” 





INSURANCE CLERKS MUTUAL 





Membership Declines Despite Cheap 
Rates Which New York Insurance 
Department Calls Inadequate 





Despite cheap rates the Insurance 
Clerks Mutual Benefit Association of 
New York, which had 2,273 members in 
1915, has been going back so far as 
membership is concerned. In 1918 this 
number had shrunk to 1,960. The New 
York Department has completed an ex- 
amination of the association as of De- 
cember 31, 1918, and reports admitted 
assets, $114,394; liabilities, $8,576; sur- 
plus, $105,818. Commenting on the condi- 
tion of the society the department ex- 
aminer says: 

“The decline in membership during 
the last three years is due to the fact 
that no regular solicitors were em- 
ployed. Attention is called to the neces- 
sity for a thorough re-adjustment in 
rates in order that they may be placed 
on a more equitable as well as more 
adequate basis. Under the present rat- 
ing plan the members who joined the 
association most recently pay less than 
those who joined earlier. The rates 
for ages 50 and 55 in some cases are 
wholly out of proportion to the rates 
for the same ages under certain rating 
tables used by the association.” 


have found themselves in the same con- 
dition shows that continual calling of 
extra assessments results in the loss of 
the best members, leaving only the 
most undesirable risks; that the death 
rate increases rapidly and that new 
members cannot be obtained. 

“With these facts in mind it seems 
reasonable to predict that unless the 
officers immediately take up the sub- 
ject of rates and put them on a sound 
basis the finances of the Society will 
soon be on the down grade gaining 
momentum from year to year.” 

The report also declares that claims 
are paid promptly and settlements are 
made on a fair and equitable basis. The 
surplus of the Society is shown as 
$532,630, as of November 30, 1918. 


NINE MONTHS’ LAPSE GRACE 

The War Risk Bureau has ruled that 
insurance lapsed or canceled prior to 
discharge may be reinstated within 
nine months subsequent to month of 
discharge, if insured is in as good 
health as at date of lapse or cancella- 
tion. 


ENTERS VIRGINIA 
The Equitable Life of 1owa has been 
licensed in Virginia, and has appointed 
P. G. Cosby general agent for about 
one-third of the state, headquarters in 
Lynchburg. A general agent will also 
be appointed in Richmond later. 





ARNETTE’S NEW POSITION 
W. J. Arnette, who recently returned 
from France and went with the Fidelity 
Mutual Life, is now head office super- 
visor of the Company in Chicago. 





More 
Power 
To You 


The more push there 
is behind you the more 
power you have. We 
furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 
Company 


DES MOINES 














HOME LIFE 


INSURANCE CO. 


(Purely Mutual) 
256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 


The 59 Annual Report of the | 
Home Life Insurance Company 
shows over Four Million Dollars 


paid to policyholders in 1918, of 
which over Seven Hundred Thou- 


sand was in dividends. The in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding this 
the assets show an increase of 
more than 4% and are now over 
Thirty-Six Million Dollars 

The total insurance in force was 
increased during the year 8.6% and 


is now nearly One ‘Hundred and 
Fifty-Nine Million Dollars. 


For Agency apply to 
GEORGE W. MURRAY, 
Supt. of Agents. 

256 Broadway, New York, N. Y. 




















Build Your Own Business 


under our direct general agency contract 


Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 

See the new low Rates 


JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 











THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 


Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 








IN THE CENTER OF THE U. S. A. 

















is located a big, vigorous, and growing In- 
stitution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $180,000,000 of insurance in force. 


Investigate for yourself. 


Missouri State Life Insurance Company 


St. Louis, Missouri 
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lished every Friday by The Eastern 
Underwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Arman, President; W. L. Had- 
ley, Secretary and Business Manager; 
W. E. Schram, editor. The 
address of the officers is the office of 
Telephone 2497 John. 


associate 


thie newspaper. 

t wbscription Price $3.00 a year. Single 
copres, 25 cents. 

Entered as second-class mattcr April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. 

COLONEL LINDSLEY’S RESIGNA- 

TION 

The resignation of Colonel Henry D. 
Lindsley, who has been filling the most 
difficult job in America save one (that 
of the Presidential office), followed by 
the resignation of prominent 
members of his staff, brings directly to 
the attention of Congress the situation 
in the Bureau of War Risk Insurance, 
and will probably result in that bureau 
being run as a separate entity, instead 
of as a branch of the Treasury Depart- 
ment. 


some 


Colonel Lindsley was one of the most 
capable men who have directed the af- 
fairs of the bureau, which has been 
a pitfall for reputations; and the staff 
built up around him was surprisingly 
good. The circumstances leading up to 
his retirement printed 
As head of the bureau he was target for 
criticism appearing in a great many 
papers and magazines regarding the de- 
lays of which soldiers are so bitterly 


are elsewhere. 


complaining because their dependents 
are not receiving checks and their com- 


pensation checks are also delayed. See- 
ing the justice of many of these com: 
plaints he sought to remedy them, but 
found he was blocked by red tape, by 
politics, by failure to endorse appoint- 
ments which he recommended. Not be- 
ing able to make headway he wrote a 
sharp, lengthy letter to Secretary Glass, 
with the result that his resignation was 
asked. He retires with his reputation 
untarnished. 

The shake-up in the bureau, however, 
should not be viewed too pessimistically 
by life insurance men, who are unan- 
imous in backing the Government, only 
asking that its administration be ef- 
ficient, and that politics should be left 
completely out. 

The Government will find the appro- 
priation to meet all of its obligations, 
iacluding compensation to wounded sol- 
diers, allowances to wives of soldiers 
and payment of claims. The bureau 
will go right along and it is hoped will 
make a wonderful record in conversion. 
Billions of insurance must be and will 
be protected, and everything possible 
should be done to prevent loss of public 
confidence in the bureau. There is 
every indication that the affairs of the 





bureau are to be subject to a Congres- 
sional investigation, and that it will all 
end in the bureau being stronger than 
ever. 

Many of the bureau’s difficulties have 
arisen from the frail structure on which 
order to take ad- 


it was reared. In 
vantage of “a going institution” Secre- 


tary McAdoo had the soldiers and sail- 
ion tacked on to the 


ors insurance divi 


marine war risk and seaman’s insurance 


bureau, with the result that in a few 
weeks it was swamped with the _ busi- 
ness (claims and letters rolling in), 
and it has never caught up despite the 
fact that there have been as many as 
16,000 employees All sorts of ef- 


ficiency experts have been tried out, 
but real efficiency has not been found 
yet. The chief point, however, to bear 
in mind is that nothing that has hap- 


pened has or will in any way affect the 
value- of the insurance offered. 


THE LATE FRANK W. SHAN- 
BACHER 
After an heroic fight, Frank W. 
Shanbacher, of Ridgway, Pa., has 


passed away, the last month of his life 
having been bed. 
men who knew him personally, as well 


spent in Insurance 
a: those who formed his acquaintance 
through the Federal 
State charts he 
feel a keen sense of personal loss. 


remarkable and 
compiled, 
His 
him so laboriously 
issued at a 
any 
quence was wrestling with the tax laws, 
but 


tax which 
charts, prepared by 
and while an invalid, were 


time when every agent of conse- 


trying to comprehend their scope, 
not always finding it easy. Mr. Shan- 
bacher the form 
most suitable to the agent, with the re- 
sult that of dollars of ingsur- 
ance have been issued which might not 
have been had it not been for 
Mr. Shanbacher. The first men to rec- 
ognize the value of the charts were the 
most 
an 


furnished the data in 
millions 


issued 


who keep 


and it 


and agents 
abreast of the 
unique tribute they paid in singing Mr. 
Shanbacher’s the house- 
tops, earnestly believing that he could 
help the agent, and determining that all 


managers 
times, was 


praises from 


the facts about his work should be 
known. Asaresult there were a number 
o2 men in the life insurance business 


who never made a talk to agents with- 
out a reference to Mr. Shanbacher and 
the splendid work he was doing. 

He their confidence and 
worked harder than ever. Not soon 
will those who attended the last con- 
vention of the National Association of 
Life Underwriters forget the frail fig- 
ure in a room outside the main meeting 
place who from a sickbed and 
made the journey to New York with 
the intent of explaining his work to 
the convention, but was prevented from 
doing so-by physical exhaustion. Then, 
too, Mr. Shanbacher was something more 
than a statistician or chart compiler; 
that started as an incident in his busy 
career a general agent. Later it 
grew until a separate organization had 
to be perfected to handle the charts. 


STAKE GETS GERSTLE BUSINESS 

The business of Henry Gerstle & Son 
has been sold to William Stake & Co. 
The Gerstle business is one of the old- 
est among the brokerage houses. 


merited 


arose 


as 
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THE HUMAN SIDE OF INSURANCE 











A. RUSHTON ALLEN 


A. Rushton Allen has been appointed 
general agent of the Provident Life & 
Trust Co. at Cleveland, O., succeeding 
S. S. Saffold who retired on May 1, 
after thirty-eight years’ service with 
the Company, which he joined in the 
Philadelphia Agency on September 1, 
1881, when twenty-nine years old. Mr. 
Allen is one of the Company’s largest 
personal writers, and was a member of 
Mellor & Allen, general agents in New 
York. He is a young man who knows 
the life insurance business thoroughly, 
is a good handler of agents, and is sure 
to be successful in his new place. He 
had an unusual training as assistant to 
Matthew Walker when the latter was 
in charge of the Philadelphia Agency, 
and he made many friends in New York 
City. 

* + * 


Winslow Russell, vice-president and 
agency manager of the Phoenix Mutual 
Life, has received his commission as 
major in the United States Army, Of- 
ficers’ Reserve Corps. He was on the 
committee on classification of army 
personnel which was transferred to the 
general staff and established a feature 
of army work which was so effective 
as to become permanent in its charac- 
ter. 

* * & 


Fred Tenney, a former baseball star, 
has made such a success of life insur- 
ance that he has reached the half-mil- 
lion dollar class. He is a graduate of 
Brown University. His first life insur- 
ance experience was with the J. D. E. 
Jones Agency, Boston. He qualified for 
the Eastern Century Club of the Equit- 
able Life and now for the Half-Million 
Corps. 

ok oa * 


Captain Phil M. Leakin, of Hartford, 
personal accident claim examiner of 
the Aetna Life, intends again to indulge 
his predilection for farming this sum- 
mer, having secured a lease from the 
insurance city of a plot of land adfa- 
cent to the Hartford Golf Club. 


*._ * #* 


Raymond T. Wheeler, of the Actu- 
ary’s Department of the Travelers, was 
chairman of the annual ball of the 
University Club recently given in Hart- 
ford. 


* * * 


W. M. Horner, of the Metropolitan 
Life in Minneapolis, is in New York. 


Walter Carter, who has been appoint- 
ed general attorney of the United States 
for the Royal, has seen twenty-five 
years’ service with the Royal although 
he is a much younger looking man than 
this fact would indicate. He came here 
with General Manager George Chappell 
and will make New York City his head- 
quarters. Mr. Carter started with the 
Royal as a policy clerk, and, sometime 
after this, went to Grimsby, England, 
where he started and took charge of a 
branch of the Company, remaining 
there for ten years after which time he 
succeeded the manager of an acquired 
company of the Royal, the Midland 
Counties Insurance Company, which 
bad its head office in Lincoln, the cap 
ital of the county of Lincolnshire. 
After being there for seven years he 


was made assistant secretary of the 
Royal at the Head Office. He has a 
splendid reputation in England as an 


all-around insurance man, and his per- 


sonality and abilities are such that he 
is sure to make many friends over 
here. 

* oa oa 


E. H. Antes, a broker connected with 
the Aetna offices at 100 William street, 
is responsible for the organization of 
the Accident & Health Society of New 
York. Its object is to promote socia- 
bility and mutual understanding among 
members. It is not an Aetna company 
proposition, although the idea originat 
ed in that office. Sustaining member- 
ships may be issued to any society, 
company or organization engaged in 
the accident and health insurance busi- 
ness, annual dues $100. Any person ac- 
tively engaged in that business in New 


York or its suburbs may become an 
active member, annual dues five dol 
lars. Any person 21 years old may be- 


come an associate member, dues three 
dollars. The officers of the Associa- 
tion are: President, FE. H. Antes; sec- 
retary, J. O. Henschel, broker; treas- 
urer,F. R. Slocum, broker. At a dinner 
held Monday, thirty persons attended. 
Franklin Davies, special home. office 
representative of the Aetna, spoke on 
combination residence insurance. Dr. 
M. Archer, of that company, spoke on 
accident and health claims. At the next 
meeting H. L. Reis, of the Aetna, will 
speak on the effect of direct settlement: 


in compensation insurance and Will 
mot M. Smith on bonds. 
* * & 


Cc. E. Allan, former general manager 
of the Pacific Coast Adjustment Bu- 
reau, has been appointed a secretary of 
the Continental, and will be Pacific 
Coast manager of the Evans companies. 

* * * 


E. E. Paschall, of the Great Amer 
ican, has returned from Porto Rico. 
* * 
Fred G. Krueger has been appointed 
New York special agent of the Crum & 
Forster companies. 


SUES FOR $200,000 


The Automobile Insurance Company 
has brought suit against J. J. McGiv- 
ney and some other defendants for 
$200,000, growing out of alleged relations 
with the Underwriters’ Insurance Ag 
ency, of Jersey City, which was run, 
it is alleged, by members of the Mc 
Givney family. 

IMPORTANT APPOINTMENT 

The American Merchant Marine has 


appointed Crum & Forster metropolitan 
managers, the change to be effective 
about June 1. 


Manager Dunbar, of the Southeastern 
Underwriters’ Association, who was 
former insurance commissioner of Ten- 
nessee, is in New York this week, 
coming here from Atlantic City. 
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New Laws Affect 
Lloyds’ Business 


CONVERSION ANNULS CHARTER 


Put on Same Basis as Stock Companies 
as Respects Capital and 
Surplus 


Governor Smith, of New York, has 
signed several bills affecting Lloyds and 
inter-insurance associations. One of 
these is by Senator Towner amending 
Section 306, prescribing the manner in 
which any Lloyds or inter-insurance as- 
sociation doing business under the pro- 
visions of Article 10 may be converted 
into a stock company. The law applies 
to any Lloyds, and an important fea- 
iure of it is that when a Lloyds organi- 
zation is converted into a stock com- 
pany, the charter of the Lloyds becomes 
null and void and cannot be sold or 
transferred to another. 

Another bill signed by the Governor 
is that by Assemblyman Gardner, 
amending Section 304, in relation to the 
general provisions affecting Lloyds and 
inter-insurance associations organized 
in New York State for the transaction of 
either fire or ocean marine insurance, or 
both fire and ocean marine insurance, 
and prescribing the guaranty funds to 
be maintained by such associations for 
the protection of policyholders. The 
old law provided that these associations 
could write fire or marine, or both, with 
funds amounting to $200,000, whereas 
stock companies were required to have 
$400,000 to do the same things. 

Still another bill signed by the execu- 
tive amends Section 305 so that the pro- 
visions of Mr. Gardner’s bill referred to 
above shall apply to Lloyds and inter- 
insurance associations of other States 
which may enter New York. 


AUTOMOBILE’S CONFERENCE 


Three Days’ Annual Meeting in Hart- 
ford First Week in June; Country 
Club Dinner 
The fire department of the Auto- 
mobile Insurance Company will hold its 
third annual conference in Hartford on 
June 3, continuing for three days. 
After the conference of the Automobile 
representatives is closed there will be 
a dinner at the Farmington Country 

Club on June 5th. 


The office space in the rear of the 
Phoenix of London’s office will be oc- 
cupied by them as soon as alterations 
have been completed. 





OVATION FOR HOLMAN 





Given Demonstration at Annual Dinner 
of Insurance Society 
of New York 





The annual dinner of the Insurance 
Society of New York held at the Hotel 
Astor on Tuesday night wound up in 
an ovation for Charles J. Holman, Pa- 
cific Coast manager of the Commercial 
Union and Palatine, and president of 
the California, who leaves New York 
after a lifetime spent in the city. The 
diners stood on their feet and cheered 
for a long time. Several of the speak- 
ers made eloquent references to Mr. 
Holman, including a representative of 
the Commercial Union. It was a dem- 
onstration unique in the annals of the 
Insurance Society. 

EK. G. Richards, who was at the guest 
table but who did not make a speech, 
also received a lot of handclapping. He 
is to leave soon for his Summer home. 
Among the speakers were Allen E. 
Clough, the new president; T. A. Ral- 
ston, retiring president; R. P. Barbour 
and Henry E. Hess, former presidents; 
and F. J. T. Stewart, of the New York 
Board. There were so many requests 
for dinner tickets that not all could be 
accommodated, 


THREE RUSSIANS EXAMINED 


Financial Condition Set Forth in Re- 
port of New York Department 
Examiners 
Three United States branch offices of 
Russian companies have been examined 
by the New York Department as of 
December 31, 1918. The reports of 

their financial condition follow: 
Moscow Fire: Admitted assets, $3,- 
189,267; unpaid losses, $418,968; un- 
earned premiums, $1,986,622; liability 
except capital, $2,505,801; deposit cap- 
ital, $200,000; surplus, $483,466. 
Russian Reinsurance: Admitted as- 
sets, $2,472,779; unpaid losses, $294,112; 
unearned premiums, $1,357,193; liabil- 
ity except capital, $1,718,833; deposit 
capital, $200,000; surplus, $553,945. 
First Russian: Admitted assets, $2,- 
725,651: unpaid losses, $372,885; un- 
earned premiums, $1,662,819; liabilities 
in United States, $2,102,487; capital as 
provided in Section 27 of the Insurance 
Law, $296,153; gross assets, $2,398,640. 


INSURANCE AND PLUMBING 
(From Scranton “Republican.’’) 
In addition to their plumbing, sheet 
metal and heating business, Gavin 
Brothers have opened an_ insurance 

office at 1365 Wyoming Avenue. 





THE 
MARINE AND FIRE 
INSURANCE COMPANY, Limited 


UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, 











NEW YORK 








-—THE AUTOMOBILE== 
INSURANCE COMPANY 


OF HARTFORD, CONN. | 


MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,2 16,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,38 2,334.00 


SURPLUS TO POLIC YHOLDERS 


$3,833,866.73 


LINES WRITTEN | 


FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 

PROFITS EXPLOSION SPRINKLER LEAKAGE | 

HULLS COMMISSIONS USE AND OCCUPANCY 

CARGOES AUTOMOBILES INLAND MARINE 

FLOATERS LEASEHOLD INLAND TRANSPORTATION 
REGISTERED MAIL | 


Affiliated with 
ARTNA LIFE INSURANCE CO. 














AETNA CASUALTY & SURETY CO. _| 











THE 


WILLIAM H. KENZEL CO. 


FIRE INSURANCE AGENT 


Representing at 79-83 William St., New York 


FRANKLIN FIRE INSURANCE CO. OF PHILADELPHIA, PA. 
EQUITABLE FIRE & MARINE INS. CO. OF PROVIDENCE, R. 1. 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 


IMPERIAL ASSURANCE COMPANY OF NEW YORK 
HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
ALLEGHENY FIRE UNDERWRITERS OF PITTSBURGH, PA. 
CALEDONIAN-AMERICAN INSURANCE CO, OF NEW YORK 


Representing at 154 Montague St., Brooklyn 


LONDON ASSURANCE CORPORATION OF LONDON, ENGLAND 
NORWICH UNION FIRE INSURANCE SOCIETY, LTD., OF ENGLAND 
GRANITE STATE FIRE INS. CO. OF PORTSMOUTH, N. H. 
COMMERCE INSURANCE COMPANY OF ALBANY, N. Y. 
MECHANICS INSURANCE COMPANY OF PHILADELPHIA, PA. 
PENNSYLVANIA FIRE INS. CO. (Suburban) 











LEWIS & GENDAR, INc. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 
New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 
Northern Asse. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Inc. of N. Y. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co, of Mich. 
Employers’ Lia, Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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General Agencies, Inc., 
Getting Under Way 


W. G. WHILDEN FIRE MANAGER 


Former President of New Jersey Fire 
Says General Brokerage Business 
Will Be Done 


William G. Whilden has resigned 
from the Alfred M. Best Co., of which 
he was manager of the special service 
department, in order to become man- 
ager of The General Agencies, Inc., 
which has leased a large part of one of 
the floors at 44 Cedar street and which 
is to do a general brokerage business. 
The Eastern Underwriter is not in a 
position yet to announce the plans of 
The General Agencies, Inc., but it can 
be stated that it will be one of the most 
important fire insurance offices in the 
country, particularly from standpoint 
of production. 

President Banker and Realty Man 

Burrell G. White, a San Francisco 
bank president and real estate title ex- 
pert, is president of The General Ag- 
encies, Inc., while.Charles N. Bennett 
of Baltimore, who has not been in the 
insurance business, is secretary. Mr. 
Whilden has been an active figure in 
fire insurance for about thirty years, 
beginning in Atlanta and later becom- 
ing special agent of the Continental. 
He was appointed Assistant United 
States Manager of the Prussian Na- 
tional, from where he went to the old 
Eagle Fire to be secretary. Later, the 
firm of Whilden & Hancock was or- 
ganized and became general agents of 
the Philadelphia Underwriters, New 
Jersey Fire, Allemannia, and the Ger- 
man-American of Pittsburgh, which later 
became the United American. Whilden 
& Hancock were general agents, also, 
for the Pacific Mutual Life, writing all 
of its lines in New Jersey, and accident 
and health in New York City. The 
Whilden & Hancock corporation was 
sold to Barry, Tremaine & Co. 

Advised Assured 

Several years ago Mr. Whilden be- 
came president of the New Jersey Fire 
Insurance Company, and after his res- 
ignation there, he joined the Best office, 
his function being to give advice to tne 
public regarding forms and to answer 
various problems in insurance which 
came up in the assured’s relations with 
the companies. 

The General Agencies, Inc., is to 
have offices in various cities of the 


country and is now gathering a staff. 
* 2 








How Future Looks to Leading Lloyds 
Underwriter 

Cuthbert E. Heath, chairman of the 
Excess Insurance Company, is regard- 
ed as the leading Lloyds underwriter. 
At the recent annual meeting of the 
Company in London he referred in 
such an interesting way to possible 
future developments of insurance that 
his views are worth repeating: 

“As regards the future, I am hopeful 
that we shall be able to continue to 
make profits, not the profits of late 
years, but still satisfactory profits. In 
some departments, especially in marine 
insurance, severe competition is cer- 
tain, and we must not be surprised if 
profits become very small. On the 
other hand, the Excess’ Insurance 


Company is in the fortunate position 
of being able not only to take early 
advantage of every development in in- 
surance, but very often to initiate 
them. It is rather to these new forms 
of insurance that I look for our fur- 


ther prosperity. My own personal feel- 
ing is that insurance is going to be- 
come more and more the solution of 
many of our difficulties. The problem 
of promoting individual initiative and 
individual freedom, and at the same 
time extending the benefit derived from 
them to the general social body, is, to 
my mind, largely to be solved by the 
extension of the principle of insurance. 
It may be a bold claim to make, but I 
nevertheless believe it to be true. 
“When one comes to think of it, the 
prosperity of Society depends on its 
efficiency. Its efficiency will depend on 
the best use of its brain power. It is 
to free this brain power from being in- 


. terfered with by contingencies outside 


its control that insurance devotes its 
energies. Let me give an example. A 
manufacturer of threshing machines, 
by devoting all his energies to the im- 
provement of them, can no doubt save 
food for the community. But to obtain 
the greatest improvement, all his ener- 
gies should be devoted to doing so. He 
ought to be enabled to provide against 
contingencies which will dissipate 
those energies. An insurance will do 
that. It will see him out of his physical 
risks such as fire, explosions, inunda- 
tions, storms, and so on. As I explained 
last year our Company, at least, is en- 
gaged to a certain extent in seeing him 
out of his financial risks in respect to 
the credit he must give, and I am not 
at all sure that insurance will not in 
time be able to help him in providing 
against his industrial risks—I mean his 
labor difficulties.” 
* 7 - 


8. L. Rau Conviction Reversed 

The verdict against Seymour L. Rau, 
a New York insurarice broker, has been 
reversed by the United States Circuit 
Court of Appeals. Mr. Rau was con- 
victed for failing to file on time his 
income tax returns for the years 1916 
and 1917. Mr. Rau claimed that al- 
though he kept no books, or bank ac- 
count, as soon as he learned that he 
was in arrears he turned over a certi- 
fled check for $324 to the Internal 


Revenue’ Collector. This was the 
amount of his tax plus a penalty. 
€ + ” 


Louis Levine Starts as Agent 

Louis Levine, formerly with the 
Zurich and later with the Frelinghuy- 
sen Agency, has started in business as 
an independent agent and broker. Mr. 
Levine was with the Zurich for seven 
years as assistant superintendent of 
the inspection department. He has 
been appointed as agent for Greater 
New York for the Travelers, and in- 
tends to write all kinds of insurance. 
Mr. Levine was head of the cancella- 
tion department of the Frelinghuysen 
Agency, and has had a good opportun- 
ity to gain a varied knowledge of the 
insurance business which will stand 
him in good stead in his new venture. 
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SCHAEFER & SHEVLIN 


GENERAL AGENTS New York, N. Y. 
FIRE and AUTOMOBILE INSURANCE 


Phones John 1167, 1168 


100 William Street 


Excellent Facilities for Handing Suburban Business 











National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1919, to New York Insurance Department 


LIABILITIES 
Capital Stock, all cash....... PUNEREEEE+50S0bscedncenesscccnnecaees $2,000,000.00 
Funds reserved to meet all Liabilities, Re-insurance Re- 

GETTR, BOE GO cvccscccssscccecccvecscccsceccosscvcesece 12,099,026.56 
Unsettled Losses and other Claims................cccccseccceses 2,639,627.17 
Net Surplus over Capital and Liabilities .................06. - 4,518,138.12 
Total Assets January 1, 1919............ ....-$21,256,791.85 


F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
F. B. Seymour, Treasurer 


H. A. Smith, President 
G. H. Tryon, Vice-President 5S. T. Maxwell, Secretary 


SURPLUS TO POLICYHOLDERS............$5,980,020.79 

















THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1652 


National Liberty 


INSURANCE COMPANY 
OF AMERICA 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of TH 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 














Statement, January 1, 1919 FRED. A. HUBBARD, Vice-President 
Cash Capital ........ $1,000,000.00 E. S. JARVIS, Secre : 
Assets ....... mane 9,609,646.00 SS ee Ham Cry 
Liabilities, including HOME OFFICE 

SED co aicasnadenet 7,214,228.11 ° 
Net Surplus ........ 2,395,417.89 Hanover Bldg., 34 Pine St. 
Surplus to Policy NEW YORK 

oS ae 3,395,417.89 HOWIE & CAIN, General Agents 


Metropolitan District 
100 WILLIAM STREET, NEW YORK 
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62 WILLIAM STREET, NEW YORE 
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JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 


40 CLINTON STREET | FIRST | 80 MAIDEN LANE 
NEW YORK 
Phone Market 6536 SERVICE Phone John 4560 
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PHILADELPHIA, PA. 





PENNSYLVANIA 
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307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA, 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 





Home Office: 68 William Street 
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Fighting For 
Breathing Space In 
Insurance District 


RECENT REALTY TRANSACTIONS 








Not So Easy to Find Sites for New 
Buildings—One Insurance Struc- 
ture Lost 





It is difficult for one not conversant 
with the real estate situation in lower 
New York to reconcile the congestion 
in fire insurance with the number of 
small buildings which dot this sector. 
Why aren’t they torn down and new 
structures put up? Why is there not as 
much activity in upper William street 
below Fulton as there is in the marine 
district, where recently the American 
Merchant Marine, Willcox, Peck & 
Hughes, Chubb & Son, Washington Ma- 
rine, and others, have figured in im- 
portant realty transactions? Will it be 
necessary for companies to leave Man- 
hattan Island? 

It is only when one more closely in- 
vestigates the real estate situation in 
the financial and insurance districts of 
lower New York that the many ob- 
stacles to the procuring of building sites 
are fully realized. Almost everywhere 
one goes in quest of a site obstacles are 
found. In block after block, where the 
buildings are old, it is found that the 
purchaser cannot go far in any direc- 
tion without bumping into some estate 
that will not sell or some property that 
cannot be obtained. In John street it 
would, at first glance, appear that there 
is nothing to prevent insurance inter- 
ests developing that thoroughfare right 
uy to Nassau street, but such a project 
is, in fact, full of obstacles. The old 
Dutch church owns property on the 
south side and will not sell. There are 
other property-owners on the north side 
who take the same position. Going east 
through Cliff street there is a section 
that looks as though it might be devel- 
oped, but if an insurance building were 
put up there it would be next to the 
elevated railroad, and worse still, would 
be only a few hundred feet from the 
power station and would get the gas, 
smoke and cinders from a number of 
large chimneys. 

Situation Desperate 

The housing situation for the insur- 
ance business has become desperate, but 
those who have followed the subject for 
years and know every move that has 
been made by insurance companies have 
proof that very little real estate in an 
area starting from the Battery, running 
through Greenwich street, Trinity place, 
Cortlandt street to Broadway, north to 
Dey street, east to Gold street, thence 
to Maiden Lane and south by way of 
Pearl and Stone streets, is available for 
important development. 

There are many places within that 
area where small operations can be car- 
ried on, but that is not what the New 
York insurance district needs at this 
time. The policy of acquiring space 
only adequate for visible needs is taboo. 

The fact is few buildings have been 
specially designed for insurance com- 
pany use. This is particularly true of 
fire and casualty companies. The cus- 
tom has been to take bulldings intended 
for office purposes and adapt them for 
insurance company home office use. 

The companies, one after another, 


have outgrown their original homes and 
various additions, until in some cases 
a stranger must have a guide to take 
him about in some of these offices, so 
irregular are they. Unable to see 
ahead, or unwilling to work together, 
the insurance interests in the greatest 
insurance center in the world are being 
handed about from pillar to post like 
monthly tenants by the financial and 
other interests. 

The usual office building is arranged 
so that it can be conveniently divided 
iuto individuai suites and the problem 
of natural light for each office has to be 
considered. The situation is different in 
the case of a building specially con- 
structed for a large insurance com- 
pany’s home office, where £0,000 square 
feet may be desired on one floor. Natu- 
ral light for all parts of the building 
is not absolutely essential. Row after 
row of desks can be placed in large un- 
broken areas, and such places more re- 
semble factories than offices. 

Recent Realty Operations 

Real estate operations in the insur- 
ance district have been increasingly 
active of late. Charles B. Van Valen, 
Inc., 95 William Street, is one of the 
real estate firms that operates exten- 
sively in this field. In talking with 
their representative the following ac- 
complished and projected deals were 
brought to mind. 

The James J. Boland Company, of 68 


William street, has bought at 92 Ful- 


ton street, next to the Vulcan Fire. 

Dwight & Hilles, resident managers 
for the Employers’ Liability, have 
bought the Lehn & Fink building at 120 
William Street and running through to 
79 John street. This firm also has an 
option on 118 William street. $575,000 
was involved in this deal. It is said 
that the Hartford Fire and Wallace 
Reid, who are now at 56 and 58 Maiden 
Lane, where Dwight & Hilles are lo- 
cated, will probably remove to 120 Will- 
iam Street when that property is taken 
over. This could not be for a year or 
more. 

The properties at 122 to 126 William 
street are being considered for a four- 
story business building, similar to that 
in which the Commercial Casualty is lo- 
cated at No. 128 William street. The 
floors would be cleared and a stone front 
put in. Derby, Hooper & McDaniel 
are spoken of as the possible occupants 
of the main floor of this building when 
completed. It is at No. 124 William 
street that the old Alexander Hamilton 
home is still standing; said to be the 
oldest house in New York. 

The purchase by the Merchants Fire, 
at 87 John street, corner of Gold street, 
is one of the most important recently 
made. It is regarded in real estate cir 
cles as the forerunner of other import- 
ant deals in that neighborhood. There 
are a number of leases involved in this 
property and the Merchants will prob 
ably not be in position to make use of 
it for some time. Gibson’s restaurant is 
located there. 

Sites About Which There Is Gossip 

Another plot that is attracting atten- 
tion is that bounded bv Platt. John and 
Gold streets, taking in all the small 
structures east of the Woodbridge build- 
ing, which is 100 William street. The 
Wetmore Estate has interests there. Ef- 
forts are being made to work up a deal 
by which all this tract could be de- 
veloped into a modern building. 

Then there is an “L” starting at 73- 
791% Maiden Lane, and running around 
to 9 and 13 Gold street. On Maiden 
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“T have been fortunate in building a very nice 
business, and I attribute my success in a very 
measure to THE CONTINENTAL, 
which at all times has stood behind me in 
promoting a spirit of fair and just dealing 
with the assured. With such a spirit and with 
practically unlimited financial support, what 


one want? I note with great 


satisfaction the remarkable growth of THE CONTINENTAL and 
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ing that has always been the policy of the Company.” 
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W. E. Baldwin, Manager “ J. RR. Wilbur, Secretary 
; Insurance [Exchange Bldg., 132 South LaSal : 
17 St. John Street, SAN FRANCISCO 332 South at a le St., 
MONTREAL CHICAGO 
Lane there is 125 x 75 ft. and on Gold A short time ago two of the largest 


street 75 x 75 ft. This is part of the 
Wendel Estate, which has a reputation 
of never selling anything, but it is 
hoped that this property may be im- 
proved. 

Another deal that has been much in 
the air lies just opposite 80 Maiden 
Lane, where the Continental's building 
igs. This is a big proposition if it could 
be put through, but it has not taken 
tangible form yet. The promoters even 
had a booklet printed on this and a 
handsome elevation was drawn of a pro- 
posed building. This parcel embraces 
a whole block on Maiden Lane and is 
otherwise bounded by Gold and Pearl 
streets. The plot is 220 x 110. an area 
of 24,200 sq. ft. Maiden Lane and is 
at this point and it would be possible 
to put up a high building there. 

Insurance Exchange Idea 

The idea of having an insurance ex- 
change building like those in Chicago, 
San Francisco and other cities, but on a 
much larger scale, is still alive but does 
not appear to be making any appreci- 
able headway. The insurance’ ex- 
changes in other cities have had to ac- 
commodate only agencies and branch 
offices, whereas such a building in New 
York, to be a success, would have to 
house a number of home offices, a much 
more difficult problem to handle when 
it comes to purchasing sites. Dwight & 
Hilles were a party to the exchange 
project, but they have now purchased 
independently and are out of the deal. 


companies were committed to the pro- 
ject but they have given notice that 
while still agreeable they will not 
longer be bound. 


Only Two Stories Built 

The building at John and William 
streets, in which the North River Fire 
and its associates are interested, was 
until a short time ago being offered to 
building operators to .complete. A 
foundation was put in for twenty stories 
but only two were built. Within the 
last day or two real estate men say 
the property has been withdrawn from 
the market and it is expected that 
something will be done there shortly by 
those who originally projected the 
building. 

The foregoing relates to projects and 
conditions east of William street. West 
of that thoroughfare the activities of 
the Federal Reserve Bank become of 
major importance. The bank will take 
the entire block bounded by Maiden 
Lane, Nassau, Liberty and William 
streets. It has obtained all but two 
small parcels on the William street end. 
A. E. Cohen, an operator, who also fig- 
ured in the Dwight & Hilles deal, holds 
one or both of these parcels. One of 
them is occupied by the Globe Indem- 
nity’s metropolitan office at 19 Liberty 
street, and the other is No. 60 Maiden 
Lane. This long irregular-shaped block 
is destined to become the banking cen- 
ver of America, possibly of the world. 
The Federal Reserve Bank has grown 
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in importance second only to that of 
the Bank of England. It is natural that 
the banking and financial interests will 
covet space in that vicinity. If the 
property were being taken over by any- 
body other than the Government the in- 
surance interests might anticipate some 
relief when a new building is erected 
there. But the Government cannot rent 
ypace and the only relief will come 
through the Reserve Bank leaving the 
several floors it now occupies in the 
Equitable Building and vacating othe! 
offices it has scattered about lower New 
York. Other Government bureaus will 
take space in the Reserve Bank’s build- 
ing further liberating space to business 
interests. But these are all small pro 
positions and will not solve the main 
problem, that of obtaining suitable sites 
for home offices. 

It is the history of the insurance dis- 
trict that the financial interests have 
always driven the insurance companies 
out, and this process may be expected 
to continue until the financial district 
extends to John or Fulton streets. The 
insurance companies move a step or 
two when they have to, but they have 
never succeeded in getting out of the 
way of the banks and trust companies. 
Insurance companies have held on tena- 
ciously to properties they have long out- 
grown until their office forces are hope- 
lessly scrambled and they find them- 
selves occupying space worth $2 and $3 
a foot, but which is only a trouble and 
expense to them. 

Across the way from the Reserve 
tank is Jewelers Court which, it is ex- 
pected, will be remodeled before long. 
It appears impossible to obtain a large 
block of land in there on which to put 
up a large building. The Wendels are 
interested there. 

The City of New York has broken 
through to the Seabury Building, next 
to its own offices on Maiden Lane. 

The Maryland Casualty has not yet 
taken all the space in its remodeled 
building at 105 William, but it will be- 
fore long. The New Amsterdam Casualty 
is trying to get into 60 John street, a 
four-story remodeled building of 2,500 
square feet area. 

58 John Street 

Fifty-eight John Street has been con- 
verted. The F. H. Ross Agency is 
there; Crum & Forster have a supply 
department on tthe second floor and J. 
S. Frelinghuysen has space on the third 
floor for a department. 

William Sohmer & Co. went about 
the limit when they trecked to 112 Ful- 
ton Street, corner Dutch, but they may 
again be in the center of the insurance 
district sooner than their friends antic- 
ipate. At 110 Fulton street, just across 
the alley from Sohmer’s, Isador Kahn, 
of the Vulcan Fire, is remodeling a 
building of considerable height for of- 
fice purposes. The Vulcan is quite ac- 
tive in real estate. It rushed up the 
building at 130-34 William street about 
a year ago, some twelve stories, but it 
was not let to insurance men. The 
Vulean has a building at 94 Fulton 
where it is located now and it still has 
its own old building at 89 Fulton. 

Will Be Hard To Dislodge Insurance 
Men 

It will be hard to dislodge the insur- 
ance interests from where they are 
because there are so many ownerships, 


Maryland Casualty Company, Dwight & 
Hilles, Merchant’s Fire, Fidelity & 
Casualty (long lease), J. S. Freling- 
huysen, Niagara (long lease), Com- 
mercial Casualty (long lease), London 
& Liverpool & Globe, J. G. Hilliard, 
National Surety (long lease). 

Other interests than the banks are 
coming into the market for space in 
the insurance district, such as the Sin- 
clair Oil & Retining Company, United 
States Steel Corporation. Seemingly 
other lines of business are better able 
to provide for their wants in spite of 
high prices, than is insurance. 

Not long ago an insurance company 
sold a building in the heart of the dis- 
trict. The defunct Casualty Company 
of America let go of 68 William Street 
to the Royal Bank of Canada. 

There are various views as to the 
mortgage situation. Some operators 
say that there can be no large amount 
of mortgage money offered with the 
present income taxes, the government 
loans and the high costs. Others say 
there is plenty of money for those who 
are not seeking to trade on a_shoe- 
string. They say that the life com- 
panies will soon be in the market 
again as they are receiving a steady 
stream of funds. There will be a tre- 
mendous building boom if it ever gets 


started, say the real estate men and 
they add, it is just as well to start 
now for prices will not come down. 


They take the view that with the first 
signs of activity prices will go up even 
higher. 

So the insurance business, big as it 
is, is kept on the move northward 
spreading out to the east and west 
when it has a chance. 


AUTOMOBILE MEN CONFER 
Subjects Brought Before May Meeting 
of Conference—Standard Policy 
Being Perfected 


There was a full attendance of Auto- 
mobile Conference members present at 
the May meeting that opened in New 
York Tuesday with an executive com- 
mittee session that lasted all day. Some 
slight changes were made in dealers 
form “D.” The complaints that these 
forms are at present not practical were 
referred back to the dealers forms 
committee. 

It was agreed that the members who 
write partial payment contracts should 
get full tariff rates. The proposed 
change in rating to conform to physical 
hazards and experience of each indi- 
vidual make was approved in principle 
if it can be made practical. 

A call will be issued for collision ex- 
perience of members for possible use 
in rating. The Bureau is also seeking 
this experience from its members and 
a joint conference on the subject is 
likely. 

The proposed standard policy will he 
sent to all Conference companies with 
a view to final adoption. 

Fleets of pleasure passenger cars 
used exclusively for commercial pur- 
poses will be rated on the commercial 
basis when appropriately marked. 

The present insurable limits are to 
stand. 

C. A. Fox, general agent for the 
western department of the North 
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Kline Comes 3,000 
Miles to Testify 


HEARD NO BROKERS’ THREATS 


Former Continental Vice-President 


Said He Was More Impressed By 
Agents Than Brokers 


Many of the leading brokers in New 
York have been attending the trial be- 
fore Justice McAvoy in the Supreme 
Court, New York, the action being a 
charge of conspiracy made by the Man- 
ufacturers’ & Dealers’ Motor Under- 
writers against the Fire Brokers’ Asso- 
ciation of New York. The plaintiff al- 
leges that the brokers’ association con- 
spired to destroy the plaintiff's business 
and claims damages of $350,000. The 
charge grew out of the allegation that 
Messrs. John A. Eckert and A. C. Hege- 
man told Ernest H. Greenwood that 
brokers would put the Manufacturers’ 
& Dealers’ Motor Underwriters, of 
which he was vice-president and gen- 
eral manager, out of business if it did 
not cease its methods of securing busi- 
ness through automobile manufacturers 
and dealers, salesmen and others in 
the automobile business. 

The high spots in the case have been 
the testimony of Messrs. George E. 
Kline, who was an officer of the Fidelity 
Underwriters, and of Edson S. Lott, who 
is president of the United States Cas- 
ualty, which companies issued the cov- 
erage for the Manufacturers’ & Dealers. 
Takes Up a Lot of Mr. Kline’s Time 

Mr. Kline left Portland, Ore., where 
he is now living, on April 8th to come 
to New York to testify that no threats 
were used by brokers in conversations 
with him ahout the Manufacturers’ & 
Dealers’ Motor Underwriters. 

Mr. Kline is now in the loan and in- 
vestment business in Portland. He 
testified that his concern has not been 
doing any fire insurance business for 
at least a year and that it did not loan 
money on automobiles. During his 
testimony he was asked to define a lo- 
cal board, an agent, a broker, and the 
influence of brokers. His definitions 
follow: 

A local agent is a man who has au- 
thority to bind an insurance company 
in a specific locality. 

A local board is an organization of 
local agents whose function is to re- 
duce the fire waste, to see that ade- 
quate rates are maintained, and to in- 
corporate into the business of fire insur- 
ance good practices. 

A broker is the representative of the 
assured and has no power to bind. 

Asked about the proportion of busi- 
ness turned in by agents and brokers 
Mr. Kline said that of $15,000,000 pre- 
miums in the companies he represent- 
ed, agents turned in 80 per cent. and 
brokers 20 per cent. 

He said that this condition, of course, 
did not prevail in New York City 
where most of the business was done 
by brokers. Asked as to the most im- 





portant brokerage centers, Mr. Kline 
sized them in this order: New York 
first; San Francisco second; then 


Chicago and St. Louis. 

Mr. Kline in his testimony said that 
the protest of the local agents’ associa- 
tion against the Manufacturers’ & 
Dealers’ had more weight with him 
than the brokerage protest. He denied 
that the Continental or any Evans’ com- 
panies had been threatened by John A. 
Eckert, A. C. Hegeman or any other 
representatives of the brokers’ associa- 
tion. 

Eckert Testifies 

John A. Eckert made a vigorous de- 
nial on the stand that he or his asso- 
ciates had conspired to put the Manu- 
facturers’ & Dealers’ Motor Under- 
writers out of business. What he and 
the brokers’ association had objected 
to was the alleged appointment of 
salesmen and dealers and garage keep 
ers as agents, an offense aggravated by 
the allegation that they had no license. 


“Did you fear the competition of the 
Manufacturers & Dealers?” Mr. Eckert 
was asked. 

“Yes, I did fear it,” he answered. 
“Here was a plan of appointing garage 
owners and dealers as agents for in- 
surance companies and the appointees 
did not have licenses. They were us- 
ing a trick clause in their contract 
about having cars repaired by dealers. 
Asked by counsel if it were the intent 
of Mr. Eckert or his associates in the 
brokers’ association to bring about the 
termination of the contract of the M. & 
D. Motor Underwriters with the United 
States Casualty and the Fidelity Under- 
writers Mr. Eckert said that was not 
the idea. What he and the association 
had in mind was to change the prac- 
tices of the M. & D. in such a way that 


the anti-rebate law would not be vio- 
lated. 
“fT did not care whether they con- 


tinued in business or not,” he said, “but 
I was concerned about their practices, 
which I thought illegal and against the 
best interests of 


the legitimate insur 
ance brokers and agents.” 
A. C. Hegeman, who was on the 


stand Wednesday, also denied that he 

had been a party to any conspiracy. 
There have been more than 1,000 

pages of testimony taken in this case. 


AGENTS’ GOLF TOURNAMENT 
The Good Practice Club, of Newark, 
MN. ds 


will hold a golf tournament on 
June 10 at the Shackamaxon Club, 


Vestfield, N. J. There will be several 
prizes awarded to the insurance men 
who are good golf players. This club 
has been attracting a good deal of atten- 
tion because of the strictness of the 
affidavit the members are compelled to 
sign. This requires the members to 
swear that they have not granted com- 


missions in excess of the amount di 
rected by the club, and have acted in 
complete conformity with the other 


rules and mandates of the club. 


25 YEARS WITH CONTINENTAL 

The following New York agents have 
been decorated by the Continental for 
twenty-five years’ service with the 
Company: Jeremiah Robbins, Babylon; 
James A. Ward, Baldwinsville; Frank 
Casey, Cato; Clarence W. Streeter, 
Fulton; Henry Bufton, Hilton; James 
H. Wilson, Little Valley; Frank W. 
Knapp, Marcellus; Thomas W. Dean, 
Millbrook; Charles A. Lakin, Manlius; 
Wilson W. Van Duzer, Warwick; Robert 
H. Mason, Buffalo. 


F. L. PEW WITH BYRNE & CO. 

Frank L. Pew, for six years sprinkler 
inspector for the Suburban Fire Insur- 
ance Exchange, will join Jos. M. Byrne 
& Co. on June 12. Mr. Pew was ex- 
pected to go with this agency a month 
ago, but became ill from appendicitis, 
and is now on the road to recovery. He 
will be the insurance engineer. 





1918 Fire Insurance 
Tax Bill of $16,939,242 


PRESIDENT BUSWELL’S DATA 


Annual Meeting of National Board; 
Companies Did Their Bit in 
Great World War 


The National Board of Fire Under 
writers is in annual session this week. 
The organization is fifty-three years 
old. In his annual address President 


Buswell summed up how strikingly the 
National 
pacity for valuable service to the Gov 


SJoard demonstrated its ca- 


ernment in the war crisis. 

The war being ended, thoughts natu- 
rally turn to other problems, 
the much-discussed 
of government control. 
government control and 
great public service organizations, both 
in diminished efficiency and in vastly 
increased cost which the public must 
ultimately pay, have demonstrated the 
fallacy of the plausible arguments of 
professional socialism, socialists and 
class-room theorists. Experiments al- 
ready undertaken’ will _ sufficiently 
prove, to the satisfaction of the great 
majority of the safe and sane, that the 
stock fire insurance companies, proper- 
lv and adequately supervised as they 
are, can and do supply all needed in- 
demnity against fire loss more effective- 
ly, more economically and more satis 
factorily than any state or government 
agency can do. 

Mr. Buswell gave a comparison of 
prices in which he easily justified the 
necessity of the ten per-cent. sur 
charge in fire insurance. Prices of 


among 
question 
The results of 
operation of 


which is 


wheat, cotton, lumber, sugar and other 
commodities have been advanced 100 
per cent. since 1914. 
Exaggerated Loss Estimates 

Mr. Buswell said that there is a wide 
disparity between hastily prepared 
newspaper estimates of losses and ac- 
tual losses. In one instance there was 
a newspaper estimate of $1,000,000, the 
actual loss being $4,186. Such estimates 
should not receive serious considera- 
tion as fire loss data. The fire com 
panies had a satisfactory year and a 
substantial increase in insurance in 
force. Figures compiled by a Commit- 
tee on Statistics show that premiums 
collected in 1918 were $382,561,203; 
losses paid were $173,131,527, and the 
profit was $7,234,110, or 1.89 per cent. 

Growing Expense Item 

The percentage of losses paid to 
premiums written was 45.26. The ex- 
pense item includes $6,890,465 paid for 
Federal taxes and $10,048.77 for State 
and Municipal taxes, licenses and fees. 
The total paid for taxes on the fire in- 
surance business was $16,939,242, or 
24.32 of net income. At the beginning 
of the World War period in 1914, com- 
panies were paying as total Federal 
taxes a sum equal to 1 per cent. of 


their net income. Now they are pay- 
ing twelve times that amount as in- 
come tax, plus an excess profits tax, 


plus a war profits tax, plus a capital 
stock tax, and, in addition, a tax in ex- 
cess of 1 per cent. of the gross premium 
income. 


LOOKING FOR TROUBLE 


A stock company operating in New 
Jersey was on an automobile com- 
mercial fleet on which the loss ratio 
was 300 per cent. The reciprocals 


Now a co- 
trying to 
rates. 


then took it and got burned 
operative stock company is 
make money out of it at cut 





68 William St., 
New York, N. Y. 


Scottish Union & Nat. Ins. Ce. 
Niagara-Detroit Und. 


BINDERS EFFECTED ON NEW JERSEY RISKS 
Irvin T. Bernhard 


Eagie & Br. Dom. Ins. Co. 
Glens Falls Ins. Co. 
American Eagle Ins. Co. 


19 Elm Ave., 
Hackensack, N. J. 


Ohio Farmers Ins. Co. 
Yorkshire Fire Ins. Co. 








HEAD OFFICE FOR 
100 William Street, New York City 


PHOENIX 


Assurance Company, Ltd., of London 
(Established 
FIRE 


USE AND OCCUPANCY—TORNADO—SPRINKLER LEAKAGE— 
RIOT AND CIVIL COMMOTION—EXPLOSION 
THE 


1782) 


UNITED STATES. 


Percival Beresford, Manager 

















General Insurance Agents 


Lines Accepted Up to 
$500,000 


Surplus 





Represent 
Eighteen Companies 





411-13 WALNUT ST. 
PHILA., PA. 








Greater Capacity 


for Local Agents 





19 Cedar St. 1615 California St. 
NEW YORE DENVER 

901 Ford Bldg. 314 Superier St. 
DETROIT DULUTE 





Use our unlimited capacity and wide experience for placing additional 
business beyond the capacity of admitted companies. 


Binding Contracts with Guaranteed Underwriters at Lloyds and British 
Companies maintaining United States deposits. 
binders given. 


MARSH & MCLENNAN 


‘“‘The Best there is in Insurance Service’’ 


Immediate telegraphic 


107 S. Fifth St. 
MINNEAPOLIS 


23 Leadenhall St. 
LONDON 


201 Sansome St. 
SAN FRANCISCO 


17 St. Jehn St. 
MONTREAL 
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Great Lakes Surplus 
Close to $500,000 


CENTRAL FIRE OFFICE AGENT 
New Chicago Company Making Satis- 
factory Start; Career of A. C. 


Mack, Managing Underwriter 





The Great Lakes Insurance Company, 
which has entered New York State, and 
has appointed the Central Fire office in 
New York City as agent, voted at the 
last stockholders’ meeting to increase 
its capital stock from $200,000 to $400,- 
000, which will add approximately 
$350,000 to the surplus and will make 
the latter item close to $500,000. The 
total subscription to date on the in- 
creased capital is $108,960, of which ap 
proximately 90 per cent. has been paid 
for in cash. So far this year the com- 
pany has made a satisfactory record, 
both in income and expenses. 

The managing underwriter of the 
Great Lakes is A. C. Mack, who got his 
training in the office of John Nachten 
& Co., being office manager there for a 
decade. When the Metropolitan Fire 
was organized he was made assistant 
secretary, and for four years he was 
State agent for two companies managed 
by Harold W. Letton. 

The president of the Great Lakes, N. 
L. Piotrowski, was city attorney of Chi- 
cago for four years. He is president 
of the National Polish Council of 
America, and has had considerable legal 
experience, 

Other Officers 

Albert Wachowski, the vice-president, 
is well known in banking and building 
and loan association circles and is pres- 
ident of the Polish League of the Build- 
ing and Loan Associations of Illinois. 

J. F. Smietanka, the secretary, is 
president of the Depositor’s State Bank 
of Chicago, one of Chicago's leading 
banks, and also fills a responsible office 


with the Federal Government. He is 
very highly regarded by the geuera! 
public. 


John F. Smulski, the lLreasurer, is 
president of the Northwestern Trust and 
Savings Bank and an officer of the Ful- 
lerton-Southport Savings Bank. He 
was elected to the office of State Treas- 
urer of Illinois and was the first State 
Treasurer to decline acceptance of the 
interest on the public funds for his own 
account, which meant a saving of $150,- 
000 to the State during his term of two 
years. 

MEETING “WENT DEAD” 

The much talked of meeting of in- 
surance men and aeronauts in Atlantic 
City, Tuesday, didn’t amount to any- 
thing. Some insurance men. took the 
Aero Club of America at its word that 
there would be some important subjects 
discussed. The underwriters have 
learned by repeated experiences that the 
club is a poor place to go for informa- 
tion. In reality the Atlantic City air- 
craft convention has resolved itself into 
the gathering of a few flyers who are 
willing to take up passengers at $15 to 
$25 a flight. 


LEWIS & BOARDMAN DISSOLVES 

Lewis & Boardman, one of the old- 
est brokerage houses in New York, has 
been taken over by a new firm to be 
known as Birkett, Boardman & White. 
This firm is composed of C. T. Birkett, 
Mr. Boardman and Senator White, who 
is related to Major White uf the City 
of New York. 





DOESN’T BELIEVE IN LIMITS 

Unlimited automobile liability poli- 
cies are being offered freely in New 
Jersey by one of the participating 
steck companies. Heavy reinsurance 
is carried in Lloyds. 





entered the Argentine. 
L. 











Haine 


Figures of British Re-Insurance Companies 














Claims 


Year % to 
Ending 


Name of Company 


City Equitable 


(Est, 1908) Dec. 31, 1913 83,443 51,068 61,2) 
Feb. 28, 1915 154,054 80,043 51.95 
Feb. 29, 1916 363,498 133,713 36.79 


Feb. 28, 1917 612,258 320,591 51 84 


Feb. 28, 1918 1,198,474 585,130 48.83 
ee ee MR cc2ccsrccnesecentes 
(Est. 1909) Dec. 31, 1914 6,128 4,344 71).89 
P Dec. 31, 1915 9,625 5,444 56 56 
Dec. 31, 1916 10.459 5,440 51 04 
Dec. 31, 1917 &,685 5,108 58 81 
Dec. 31, 1918 26,429 11,038 41.95 
TCP EC: CUP renee 
(Fst. 1903) Dec. 31, 1913 48,370 158,306 6374 
Dec. 31, 1914 239,091 140,583 52 80 
Dec. 31, 1915 293,947 167,080 56.84 
Dec, 31, 1916 439,735 237,227 53 95 
Dec. 31, 1917 772 605 436,22) 56.46 
ROME TINOOE cc cccnaouscbetensouens 
(Est. 1898) 
(Reorganized 1916) Dec. 31, 1917 52,47 25,335 43.16 
Dec. 31, 1918 130,632 65,711 50,30 
Home en8 Poreiga:scciscsesccscces 
(Est. 1914) Dec. 31, 1915 31.415 15,148 42 22 
Dec. 31, 1916 30,869 18,787 6 36 
Dec. 31, 1917 43,799 23,794 54.33 
Dec. 31, 1918 61,513 35.255 5722 
Mercantile and General..........+ 
(Est. 1907) 
(Reorganized 1917) Dec. 31, 1916 71,847 36.401 50.66 
Dec. 31, 1917 128,663 65,547 50.94 


* Includes 10/ Premium on 26,500 shares 


26,172 
50,877 


119, 537 
161,650 


10.834 
28,582 


9811 
9,725 
11.850 
14,463 


24,563 
38,924 


Commissions & Exps. 


0 to 


31,37 
33.02 


20.59 
21.88 


21,23 
31.50 
27.06 
23.47 


Res. for Unexpired 


1s 


% to Other Capital 


Premiums Amount Premiums Amount Premiums Amount Premiums Reserves Subscribed Paid Up 


33,377 28.329 50,000 10,00) 
47.770 38,726 50,000 10,000 
145,399 40.00 63,290 250,000 50,000 
249,608 150,376 375,000 75,000 
£44,218 269,013 375,000 75,009 
2,451 289 
3,850 1,207 
4,264 40.00 2.358 25,000 6,325 
3,474 5,137 
10,572 6,560 
99,348 13,537 
5.636 23,998 
117,579 40.90 33,747 100,000 5,000 
175,894 56,281 
309,042 8,782 543,666 120,000 
Not Not 25,666 <* 
Stated Stated 64,469 36775 = 50,025 
6,456 20.50 1,233 
8,912 28.55 1,219 50,000 25,000 
16,967 38.74 1,472 
28,862 46.84 1,893 
28,739 40.00 5,939 35,867 35,867 
51,465 9,700 








ENTER ARGENTINE 


British companies have 
They are the 


& L. & G. and the Atlas. 


Two more 


Insurance 
May 17 at Leslie Hall, 
83d Street. 


A victory dance in honor of the home 
coming men of the New York State 
Department will be held 


Broadway and 











Great American 
Insurance Company 


New Dork 


INCORPORATED - 1872 


PAID FOR LOSSES 


$105,437,708.58 
STATEMENT JANUARY 1, 1919 


$5,000,000.00 


nett el FOR ty OTHER LIABILITIES 


15,231,512.92 


ET SURPL LUS 


10,6 1 9,509.09 
30,851,022. O I* 


*Includes $134,574, < Excess Deposit in Canada 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 3lst, 1918 


United States Government Liberty Loan bonds owned 
by the Company exceed its entire capital stock of 
$5,000,000—a striking indication of true patriotism 


Home Office, One Liberty Street 


New York City 


Western Department 
WALTER H, SAGE, Gen’! Mar. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Ll. 

Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 


210 Sansome Street 
San Francisco, California 


Marine Department 


GEORGE H. TYSON, Gen’! Agent 


WM. H. McGEE & CO., Gen’! Agts. 
15 William Street, New York City 























GOLFERS ELECT LOUDON 
President of Underwriters’ Golf Asso- 
ciation; Prize Winners At Tourna- 
ment This Week 








The Underwriters’ Golf Association 
held an annual meeting and a tourna- 
ment at Baltusrol this week. H. R. 
Loudon, L. & L. & G., is the new presi- 
dent; Sheldon Catlin, Insurance Com- 
pany of North America, vice-president; 
L. P. Bayard, Jr., Phoenix, secretary- 
treasurer. 

The prize winners at the tournament 


were as follows: Best Ball Foursome: 
First, J. A. Kelsey, L. P. Bayard, Jr. 
Second: C. L. Tyner, Wilfred Kurth. 
Kickers’ Handicap: First, T. F. Handy. 
Ex-Presidents’ Cup: E. V. La Tourette. 
Medal Play Handicap: First, E. V. La 
Tourette; second, L. P. Bayard, Jr. 





RAIN INSURANCE 





Being Offered to County Fairs in Penn- 
sylvania by Lloyds; 20 
Per Cent Rates 

A Philadelphia brokerage firm is of- 
fering county fair managements insur- 
ance against rain. The coverage is 
by Lloyds. The premium is 20 per 
cent. of the insurance. 








NEWARK LEAGUE UNDER WAY 

The New Jersey Banking and Insur- 
ance Athletic League, will have their 
regular baseball games on May 22. The 
League, which has been in operation 
for several weeks, has its games every 
Thursday at Branch Brook Park or on 
the City Field. 





TWO MORE JOIN BOARD 

Applications for membership in the 
Board of Fire Underwriters of Alle- 
gheny County have been received from 
the Utah Home Fire, of Salt Lake City, 
Utah, and the Union Insurance Society 
of Canton, Ltd., Hong Kong, China, 
Marsh and McLennan, U. S. Managers. 





WITH FIREMAN’S FUND 
George N. Hutchins, who was a lieu- 
tenant in the artillery, has been ap- 
pointed special agent of the Fireman’s 
Fund for New Hampshire and Vermont. 
He is twenty-five years old. 
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Fire Chiefs Resent 
“Accommodation” Evils 


HAVE VIEWS ON UNDERWRITING 


Say Companies Should Refuse Certain 
Risks Instead of Giving Them 
Rate Penalties 





Fire department chiefs in the vicinity 
of New York and some deputy chiefs in 
Greater New York expressed this week 
in a talk with a representative of The 
Eastern Underwriter the viewpoint that 
there would be a greater co-operation 
between insurance companies and fire 
departments if the former were less 
“accommodating” in writing risks 
where poor housekeeping conditions 
prevail. 

One of these chiefs, George L. Mit- 
chell, of the East Orange department, 
says that in his opinion the companies 
could prevent a lot of fires if they re- 
fused to write certain risks instead of 
following their present practice of in- 
creasing the rate to penalize the poor 
housekeeping. 

He added that while increasing the 
rate on a poor risk protects the com- 
pany in a measure it will not stop the 
risk from burning. Chief Mitchell 
thinks that more attention should be 
paid to hazards, such as oil stoves and 
concealed flues, than to construction, 
because in the final analysis, no matter 
how poor the construction, a building 
requires something to start it burning. 
Therefore the chief thinks that the 
main consideration should be rather to 
prevent fire than take steps to protect 
the companies from financial loss. 

New York Opinion 

Several New York chiefs think that 
if the accommodation business were dis- 
pensed with a great many fires would 
be prevented because of that reason 
alone. If a broker or agent gives the 
company a certain amount of good 
business the company will write a small 
line on some bad risk for him as an ac- 
commodation. This practice makes it 
possible for the owners of hazardous 
buildings to obtain insurance. If an 
organized effort were made on the part 
of the companies to stop writing this 
class it would soon disappear. Some 
years ago the companies refused to 
write business in a certain section of 
the east side, with the result that there 
were few fires in that section. When 
the assured thinks that he is running 
the risk of personal financial loss he 
will be more particular about the con- 
dition of his property. The New York 
chiefs without exception speak highly of 
the co-operation and assistance they re- 
ceive from the fire insurance companies, 
but think that abolishing the accom- 
modation practice would be productive 
of a great decrease in fire losses. 


CITED THREE TIMES 

George Smith, recording clerk for the 
compliance department of the Home 
Insurance Co., has returned from 
France, and has resumed his position 
with that company. Mr. Smith went to 
France in April, 1918, with the 77th 
Division, and was in the Intelligence 
Section. Three times Mr. Smith was 
cited for conspicuous bravery, and in 
the course of his work visited all the 
important cities of France. Mr. Smith 
was in the front line trenches for 155 
days, and had the satisfaction of know- 
ing that he sent many a Hun to the 
Great Beyond. 





SALVAGE CORPS DINNER 


The Newark Salvage Corps will cele- 
brate the fortieth anniversary of their 
organization on June 14. A dinner will 
be served at the Washington Hotel, and 
Captain Martin, who has been with the 


Salvage corps since its organization, 
will retire. 


TIPS FOR MAP CLERKS 


It is generally conceded that the best 
method of mapping dailies which do not 
show on the map is by entering them 
on sheets, which should be kept in 
the front of the volume that they relate 
to. This is particularly true of cities 
where the volume of business is large. 
When the sheets are loose, and kept in 
the map it is a good plan to keep the 
streets in alphabetical order, and enter 
the dailies according to the street loca- 
tion. Each entry should be numbered, 
and a corresponding number put on the 
daily. By doing this, it will be much 
easier to locate a specific daily with- 
out going through the whole sheet. 
Other advantages this method has over 
the card system are that it does away 
with the danger of having the card mis- 
filed, misplaced or lost. When the vol- 
ume of business in one city is sufficient 
to warrant the keeping of a sheet book 
the entries should be made in the same 
manner. 

When possible the street numbers 
should be entered in a separate column 
thereby enabling the clerk to find a 
specified entry much quicker than if 
he had to look in different places for 
the number. This is particularly use- 
ful in looking for additional lines, and 
is an important feature of this method. 

LAVELLE GOES WITH SVEA 

James P. Lavelle, who has been for 
several years chief inspector of the 
Seranton branch of the Underwriters’ 
Association of the Middle Department, 
has been appointed special agent for 
the Svea Fire & Life Insurance Co. 
Mr. Lavelle will have charge of Eastern 
Pennsylvania and the Eastern Shore of 
Maryland. Walter S. Bachman, special 
agent for Maryland, Pennsylvania and 
the District of Columbia, will continue 
his headquarters at Harrisburg. The 
new appointment will give Mr. Bach- 
man more time to devote to Western 
Pennsylvania, Western Maryland and 
the District of Columbia. 

The reciprocals did not have a very 
happy time in Alabama last year. The 
Belt Automobile Indemnity Association, 
of Ei Paso, Ill., which had the second 
largest coverage in the State, collected 
$26,889 in premiums and paid $24,114 
in losses. The Consolidated Under- 
writers, of Kansas City, collected $47,650 
in premiums and had $36,333 in losses. 
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COMMERCIAL UNION ASSURANCE CO. | 


Limited of London 
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THE LARGEST GENERAL INSURANCE COMPANY IN THE WORLD 
United States Head Office 





New York City 
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Capital: 
One Million Dollars 


Cc. P. STEWART, President 
GRESHAM ENNIS, Vice-Pres. F. L. BROKAW, Treasurer _ 


Head Office: 
40 Clinton St., NEWARK, N. J. 


J. B. GUTHRIE, Secretary 


WESTERN DEPT: Insurance Exchange Bldg., Chicago, Ill., H.H. INGALLS, Mgr. 
PACIFIC COAST DEPT.: Mills Bldg., San Francisco, Cal., W.W. ALVERSON, Mgr. 
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INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 


WESTERN 


ASSURANCE CoO. 
OF TORONTO, CANADA 


Fire, Explosion—Riots, Civil Commotions 
and Strikes—Marine and Tornado 
Insurance 


UNITED STATES BRANCH 


Assets ; 
Surplus in United States..... 1,733,6 
otal ssses Paid in United 
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American Hull Business 


and the London 


In The Eastern Underwriter of De- 


cember 20, 191%, there appeared an ar- 


ticle under the heading “Real Status of 
American Hull Risks Placed in London 
Market,” to which we had no comments 
from any of the London papers, but in 
the issue of “Fairplay,” dated May 1, 
1919, there appears the under noted ar- 
ticle which apparently is a reply to that 
article. 

Although no direct reference is made 
tc the same, we feel fairly secure in 
assuming that the article quoted is in 


reply to our article. This reply, we can- 


not leave go by unchallenged. Although 
the reply is published under the head- 
ing of “Fairplay,” we cannot see that the 
arguments advanced to offset our article 
have been written with the spirit indi- 
cated by this heading. 

Our article plainly states that it was 
written because there appeared in the 
November 7 issue of “Fairplay”: 

It has been a sore point for un- 
derwriters for some time now, that, 
while they are able to obtain an 
agreed 10 per cent. rise on all 
British hulls offered for renewal, 
American hulls continue to be 
placed in the London market at 
previous year’s rates. This is 
chiefly on account of the accept- 
ance by American underwriters of 
lines placed over there on that basis 
and any alteration will have to have 
its inception in the American mar- 
ket. 

Why Standard Oil Fleet Was Cited 

We cited the case of the Standard Oil 
Fieet, because under- 
writers, after serious consideration and 


American hull 


deliberation, promulgated a rate of four 
and one-half per cent. on this fleet, and 
the fleet was readily placed in the Lon- 
don market at four and one-quarter per 
cent., which showed that there was ab 
sclutely no desire on the part of the 
English underwriters to co-operate with 
American hull underwriters to obtain 
fairly adequate rates for American hull 
risks. 

The writer of the article under dis- 
cussion evidently did not see fit to re- 
ply to our article until nearly six 
months had elapsed, and when he felt 
fairly secure by being intrenched with 
statistics, then he let go with a 18-inch 
gun which spills forth sarcasm. 

It is a well-known expression in ma- 
rine circles that statistics cannot tell 
lies, but “statistics sometimes lie.” 

This remark brings the writer back 
to a period before the war, when a very 
prominent New York broker made an 
annual pilgrimage to London in order 
to place his lake hull business with 
statistics which he had gathered up to 
the date of his sailing. 

Instead of Profit There Was a Loss 


The statistics always showed a hand- 
some profit, but no note was taken of 
the fact that a great many vessels had 


Market 


stranded during the lake season of navi- 
gation and were in winter quarters laid 
up with full cargoes of grain for winter 
storage, and before the season of navi- 
gation started they were unloaded and 
placed upon dry docks and surveyed for 
their damages. Heavy losses fe!l up- 
on underwriters, which wiped out all 
the profits which the statistics showed 
and the underwriters had a heavy loss, 
but in the meantime they had committed 
themselves for the following season of 
navigation and trusted for better luck. 

This state of affairs continued for a 
great many years, until finally the Lon- 
don underwriters installed Parry Jones 
at Cleveland to keep them informed of 
these losses and the apparent estimate 
cost of damages and rates were materi- 
ally increased and better policy forms 
obtained, after they had 
and received better advice. 

So it is with a great many American 
fleets that are placed in the London 
market. Before the underwriters actu- 
ally have the exact turn-out of the 
fleets they have committed themselves 
to another year’s insurance and they 
are finally on a fleet for at least three 
years before they know just exactly 
Where they stand, so that they can 
raise rates and improve conditions. In 
the meantime the brokers who used the 
London market work up the New York 
market; and New York underwriters, 
not knowing anything of the ex- 
periences of the London underwriters, 
think that inasmuch as they have con- 
tit.ued the insurance for three years 
they must have had a profitable ex- 
perience, and London under- 
writers ask the increased rate the New 
York market is used to offset the Lon- 
den underwriters. 

This game has been worked for a 
great many years successfully, and it is 
time there was some co-operation be- 
tween the London market and the 
American market on the American hull 
business. 

But this is getting away from the 
subject under discussion. 
could not leave the opportunity go by 
without expressing ourselves. 


The Standard Oil Situation 


The situation of the Standard Oil 
Fleet was as follows: 


investigated 


when 


However, we 


As stated in our article, and also by 
our esteemed contemporary, the Stand- 
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ard Oil Company had been carrying 
their own insurance for a great many 
years and knew just exactly what the 
cost of insurance was, and they limited 
their brokers to a rate of four and one 
quarter per cent. 

Judging from the methods pursued by 
this company in selling their merchan- 
dise they are in the habit of fixing their 
prices whereby they receive a fair mar- 
gin of profit which is evidenced by the 
fect that their balance 
shcews a surplus and their stock is sell- 


sheet always 
ing on the curb market at a consider- 
able premium, and it is only natural to 
assume that when they are buying in- 
surance they will figure likewise. 

For the matter of argument, let us as- 
sume that after a number of years’ ex- 
perience they found that it cost them 
four and one-quarter per cent. to carry 
their own insurance. 

Now, if they could sell this insur- 
ance for four and one-quarter per cent. 
they would not be losing a penny, but 
they would be saving considerably on 
their income and excess profit tax to 
the Government. 

$2,625,000 Gross Premium 
As we figure roughly, the premium 
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which they had to pay for the insur- 
alce of this fleet was $2,625,000 gross. 
This is an expense which is deducted 
from their income, and, according to 
tbe ruling of the International Revenue 
Commissioner and the law, recoveries 
from insurance companies are not an 
income and not subject to tax. 

Therefore, if they pay this money out 
in cash and in the course of the next 
two years get it back from insurance 
companies, the Standard Oil Company 
is saving a considerable sum of money 
ou income tax and excess profit tax 
without affecting its bank account ex- 
cept for the loss of interest which the 
money might earn while it is temporar- 
ily in the hands of underwriters. 

So it can be readily seen what 
prompted the Standard Oil Insurance 
Company to place their fleet in the in- 
surance market. 

No one can tell for an absolute cet- 
tainty that a fleet is going to show 4a 
Our remarks were predicated up- 
on the experience which American un- 
derwriters had on the fleets of other 
tank steamers, owned by other inde 
pendent oil companies. Based upon the 
loss ratios sustained on these fleets it 
was quite apparent that there was no 
margin of profit in the Standard Oil 
fleet, especially as the schedule con 
tained a number of auxiliary schooners, 
such as “Moonlight,” the “Starlight,” 
etc., a fleet of tugs and barges. 


Icss. 


Auxiliary Schooners Important Item 
It is a well-known fact that these 
auxiliary schooners are continually 
having machinery trouble making 4 
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port of distress, and the total general 
average expense without any particular 
average claims will exceed the premium 
charged on that part of the fleet. 

We believe that the total gross pre- 
mium placed for insurance on this fleet 
was $2,625,000, with 14% per cent com- 
mission paid on same; the total net 
premium would be $2,234,375, and if the 
statement is correct that 30 per cent. 
balance remains in the hands of Eng- 
lish underwriters for losses not reported 
and to pay for returns and other minor 
cesualties, there would be an apparent 
balance of $670,312 left. 

Great stress is laid on the fact that 
there have only been two severe losses 
on the fleet, namely the ‘“Westoil,” 
which undoubtedly will be a total or 
ecnstructive total loss, and the “F. Q. 
* which will not be a total loss, 
but will probably be a 75 per cent loss, 
but there seems to be no mention made 
the steamer “Cushing,” which sank 
the steamer “Proteus” off our coast last 
summer, while navigating without 
lights. It is the opinion of the at- 
torneys employed by the steamer “Pro- 
teus” that the steamer “Cushing” 
ble for this loss. 


Barstow,’ 


” 


of 


is lia- 


The “Proteus” and “Cushing” 
The 
for $721,739 on hull and disbursements 
and undoubtedly the Pacific 
Co. will claim that this vessel was 
worth a great deal more money when 
she was sunk as it was in the height 
the values on hulls and will 
probably claim no less than in the 
neighborhood of $1,500,000. The cargo 
and freight claims will range some- 
where between $1,000,000 to $1,500,000. 
In fact, the total amount of liability 
claimed against the steamer “Cushing” 
aggregates $3,000,000; even con- 
sidering the most favorable decision 
that the “Cushing” can obtain, that is 
divided damages, and as 
the Standard Oil Co. has appealed for 
this ves- 


steamer “Proteus” was insured 


Southern 


of war 


about 


’ 


of inasmuch 
limitation of its liability on 
the United States Courts, un- 
dcubtedly the underwriters will be 
called upon to pay the total loss under 
their policy fo. collision liability. Then 
hew far will this balance of $670,000 go 
to pay for this liability, the lay-up re- 
turns and minor casualties? 


sel to 


The steamer “Cushing” being valued 
at $945,000 for insurance purposes 
hull, with about $450,000 additional on 
disbursements, does not look as if the 


on 


would make 


another 


Statistics mentioned very 


interesting reading in six 
months from now, when the case of the 


“Proteus” collision will have been de 
cided. 

Another statement which appeared in 
this article is that we might have re- 
ferred to a fleet on the under- 


writers had a record. 


which 


The Luckenbach Fleet 


In a subsequent issue of our paper 


we laid stress upon the Luckenbach 
fleet. Here is a fleet that based upon 
their record with American under- 


writers they deemed fit to raise the 
retes and their brokers found absolutely 
no difficulty in placing this fleet in the 
London market at a lower rate than 
the American hull rate. 

Probably the excuse will be given 


steam- 
most of the older 
lost war 


that there are a number of 
ers added to this fleet, 


new 


vessels having been through 
other perils. 

We quite agree with the 
der discussion that American hull rates 
are too cheap, but how can any im- 


provement be made in them when there 


01 
writer un- 


apparently is no co-operation between 


the London underwriters and _ the 
American market? 
Co-operation Necessary 
London hull underwriters have been 


invited to co-operate with the American 
market and they have stated that it is 
impracticable. 
is co-operation between the two sets of 
evident that 
there can be no improvement in these 
rates until either the American or Lon 


Therefore, unless there 


underwriters it is quite 


don underwriters receive such a severe 
by that it 
a. absolute necessity to do so. 


lesson experience becomes 

Of course, on that score the London 
underwriters better off the 
underwriters, as have 
the other fleets the draw 
upon to good 
American hulls, and for American un- 
derwriters to get the same footing 
it will be absolutely necessary for them 
to engage in the same class of business 
that the English underwriters are now 
engaging that 
ness. 

The fight for democracy of the world 
has taught our American people that 
they can travel overseas and fight suc- 
cessfully. 

All that 
to travel overseas in search of insurance 
confident 


than 
they 
world to 


are 
American 
of 
their losses 


make on 


on 


in, is world-wide busi- 


remains for them to do is 


business and we feel quite 
that we have enough ability and brains 
t> enter in the markets of 
tre world and the Eng- 
lish underwriters on all classes of busi- 
ness, be it marine or fire, and the time 
is rapidly approaching when this com- 
petition will be felt so it would be just 
as easy a matter for co-operation now, 


as in the near future there must be co- 


Insurance 


compete with 

















INSURANCE COMPANY 
AT 


.THE CENTRE OF MARINE INSURANCE 
IN THE UNITED STATES 


AMERICAN MERCHANT MARINE 
| 









































| 
| 
| 
| 
| 
WADE ROBINSON & CO., wwe. 
MANAGERS 
Merchant Marine House New York City 
South William and Beaver Streets 
| _—_ -—————— _-——_— _ — a | 
operation when the competition of the stieatemeeenien” 
American companies will be felt for 


world-wide business. 


OBSERVER. 


John J. Brady, who has been in the 


insurance business for thirty-five years, 


granted a 
Mr. 
at 87 Nassau street. 


has been 
marine business. 


license to write 
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= What ‘‘Fairplay’’ Said k 
= Wut Hil Wii WM till Ha 
It is not often that the insurances of 
any particular fleet are called into evi- 
dence when the differences between un- 
derwriters of various markets are be 
ing aired in the press, but an American 


(rom “Fairplay”’) 


contemporary has thought fit to do go 
in the discussion over rate-cutting, 
which is now very much to the fore, 
and there can be no harm in referring 
to the matter now that it is public. 
The fleet quoted by way of illustra- 
tion of the way British underwriters 
cut rates to obtain American business 


is that of the Standard Oil Company, 
and since I believe I am correct in say- 
ing that until last year these vessels 
were not insured, the accusation of rate 
cutting cannot really apply—there was 
no rate to cult What seems to have 
happened is that British underwriters 
the risk at a lower rate than 
that asked in America, and so obtained 
the business. This might be called dis- 
tinct evidence of an excessive compet- 
ilive spirit, but it is early days yet 
to say that the business has been writ- 
ten too cheap or otherwise. What can 
be said with confidence, however, is 
that up to the present the British un- 
derwriters have been justified in their 
assessment in spite of the fact that the 


assessed 


writer on the other side of the At- 
lantic would have us believe  other- 
wise. 

He says, in fact, that British under- 


writers took the business at rates which 
Americans knew to be inadequate, and 
that the results have proved the Amerit- 
cans to have been right. 


In this he is in error, unless he has 
before him evidence which is withheld 
from British underwriters. As far as 


the information on this side goes (and 
there is every reason for believing it to 
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be reliable), the fleet has experienced 
two severe casualties, the wreck of the 
“Westoil” and the fire on the “F. Q. 
Barstow.” The first-mentioned steamer 
has been refloated after being ashore 
for some time, but for statistical pur- 
poses she may be taken as a total loss. 
The other vessel is severely damaged 
and has also incurred salvage charges 
for assistance while on fire. Any other 
casualties that have been experienced 
by the vessels of this fleet are of a 
minor nature; at least none appear to 
have been reported or notified to un- 
derwriters, and although there is still 
a short period to run before the present 
policies expire, the renewals have been 
placed on that information. At present, 
then, we have two severe casualties to 
reckon with, and, perhaps a few other 
claims for minor damage. Taking this 
into consideration, the statistical posi- 
tion appears to be as follows: After 
allowing for a total loss on the “West- 
oil” and a claim on the “F. Q. Barstow” 
based on the figures submitted with a 
“payment on account that has been made 
there remains in the underwriters’ 
hands a balance of something over 30 
per cent. of the premiums on the whole 
fleet with which to pay returns and 
claims for minor casualties. 


This does not look as if the rate paid 
was inadequate, and it would appear 
that if American underwriters wanted 
a higher rate they either overestimated 
the risk or they were greedy. It is, as 
I have already said, early days to con- 
sider the matter from this point of 
view, and it would have been better to 
have found a fleet which had been in- 
sured for several years in the market, 
or else to have waited until a period 
had elapsed which would have enabled 


more complete statistics to be compiled: 


before seizing on this particular ex- 
ample. 

As a matter of fact, the quoting of any 
fleet or steamer as an instance of good, 
bad, or indifferent underwriting is a 
practice strongly to be deprecated, and 
only the necessity of showing the false 
thesis which has been developed in this 
case has led me from my usual discre- 
tion in this direction. Moreover, one 
case or a half a dozen cases make very 
little difference, however glaring the 
particular evil may be in connection 
therewith. The thing that counts is the 
general run of business, and in that I 
must adhere to my standpoint, to which 
1 have so often referred of late. Ameri- 
can hulls are too cheap and it is not 
British underwriters who keep down 
the rates. 


COMPANIES MERGE 





Consolidation of Knickerbocker of 
New York and Equitable Under- 
writers; Take Former Name 





The Equitable Underwriters of New 
York, of which R. A. Corroon & T. A. 
Duffey, Inc., are the attorneys and man- 
agers, have entered into an agreement 
with the owners of the majority of 
stock of the Knickerbocker Insurance 
Company, whereby ‘the former have 
agreed to purchase the entire outstand- 
ing stock of the Knickerbocker, or as 
much of it as is offered by the present 
stockholders. As soon as the neces- 
sary lezal details are complete, the two 
organizations will be consolidated under 
the name of the Knickerbocker Insur- 
ance Company of New York, with a 
capital and surplus of $1,000,000 and 
the charter of the Knickerbocker will 
be amended to undertake ocean marine 
insurance. 

The first step in the process of con- 
solidation will be the incorporation of 
the Equitable Underwriters of New York 
as provided in the law recently enacted 
by the Legislature of the State of New 
York, permitting the conversion of a 
Lloyds Association into that of a stock 
company. The Equitable Underwriters 
of New York will be immediately in- 
ccerporated with a capital of $400,000 and 
a surplus of $200,000. 


Marine Law Change 
Given Explanation 


RESULT OF RECENT ABUSES 





Use of Foreign Assets in Statements 
Led to Tightening Up of 
Regulations 





It was because of the sudden influx 
of marine writing companies from 
abroad and the abuse by some of them 
of an exemption in the insurance 
law of New York that Section 48 
has been amended. The Governor has 
signed this amendment in relation to 
contents of advertisements by striking 
out the clause that exempts domestic or 
foreign insurance corporations engaged 
solely in the business of marine trans- 
portation, or automobile insurance from 
the provisions that require all adver- 
tisements or public announcements of 
insurance corporations purporting to 
make known their financial standing, to 
exhibit the amount of actual cash cap- 
ital, assets, liabilities and net surplus. 

Some Took Advantage 

The law as it existed prohibited a for- 
eign company from making use of its 
hcme office assets in any statements or 
announcements regarding its financial 
strength in this country. When, a short 
time ago, there was a large influx of 
companies to write marine, some of 
them took advantage of this lenient pro- 
vision of the law which gave them a 
loophole in this particular. 

Under the old law marine companies 
were purposely exempted. Just why, no 
definite reason can be assigned except 
that marine insurance, as it was con- 
ducted before the war, was a law unto 
itself and there appeared no need for 
including those companies with others 
as respects various regulations. Since 
the war began the changes in marine 
insurance have somewhat altered the at- 
titude of supervising officials as regards 
the advisability of a little closer rein on 
some of the more recent entrants to 
that line in this country. 


McGEE EMPLOYEES’ OUTING 





Will Ship via the “SS. Mandalay” to 
“Bear Mountain” on June 21 





With the storming of Bear Mountain 
as an objective and the popular “SS. 
Mandalay” as a means of transporta- 
tion, the employees of Wm. H. McGee 
& Co., marine underwriters, together 
with the members of that office, will 
part company with their usual haunts 
at 15 William street on Saturday, June 
21, for a day’s outing on the Hudson 
River. The party will leave the Bat- 
tery at 9 o’clock and get back about 
that hour in the evening. 

There will be music, dancing and 
athletic events of all kinds, including a 
baseball game. Suitable cups and 
shields will be provided as awards for 
the winning contestants in the various 
events. In the party will be the 300 
employees and the officers of the McGee 
office, together with their wives and 
sweethearts, 

Wm. H. McGee, Sr., will be honorary 
referee, and E. J. Coleman and Robert 
B. Jennings will be honorary judges in 
the athletic events. The committees 
in charge of the outing are as follows: 

Supervising Chairman, Joseph A. Seu- 
berth. 

Arrangement Committee: Frederick 
A. Grein, Charles H. Willig, John A. 
Richter. 

Athletic Committee: Chris Dickson, 
J. Archibald Pratt, Richard Baxter. 

Baseball Committee: Edward Fer- 
rick, George Veith, D. B. Ryan. 

Entertainment Committee: Edward 
Lawson, Wm. H. McGee, Jr., Daniel 
Barnett. 
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CASUALTY AND SURETY NEWS 





Q 


Trade Paper Editor 
Suggests Blacklisting 


SURETY PRACTICES CRITICIZED 





Contractor Complains of Delays 
Claim Settlements and Seeks 
Closer Scrutiny 


in 





In a discussion as to what can be 
done to protect contractors against 
ignorant cut-throat competition, a con- 
tractor wrote to an engineering paper 
this letter: 


“TI think too much space could not be 
devoted to the subject of responsibility 
and reliability of contractors who en- 
gage in public work. I fully agree with 
you that a public works contractor 
should not be permitted to furnish a 
bond other than that of a satisfactory 
surety company. But I should like to 
have you explain just what you mean 
by the term ‘satisfactory bonding com- 
pany.’ In most states in which by law 
the contractor is compelled to give a 
surety company bond, or their personal 
surety, the contract is awarded in the 
last analysis on the personal responsi- 
bility and financial standing of the 
surety company rather than that of the 
contractor himself. From observation 
and personal experience. I have found 
that it is almost as difficult to get a 
surety company to perform a case of 
default of a contractor, even though 
the company may be sound financially 
and with a capital running into the mil- 
lions of dollars and cash reserves in 
many states, as it is to get a settle. 
ment from a delinquent contractor. 


“It seems to be the general custom 
with all bonding companies, no matter 
what may be the terms of their bond, 
to either attempt to force the munici- 
palities and the creditors of a default- 
ing contractor, including the laborers 
and material men, to compromise their 
claims for from 75 to 50 cents on the 
dollar, or to compel them to bring suit 
and obtain a judgment before they will 
satisfy their bond and make proper 
settlement. 


Duty of Engineer 


“In the interest of all parties con- 
cerned do you agree with me that it is 
the duty of the engineer in charge, or 
of the public official who let the con- 
tract, to see that not only is the con- 
tractor financially responsible, reliable 
and experienced, but that the company 
that furnishes the bond is also finan- 
cially responsible and has the further 
important qualification of bearing a 
reputation for promptly adjusting its 
claims, voluntarily assumed for an ade- 
quate consideration, without forcing 
the obligees at the expense and time 
of the many to get their claims adjudi- 
cated before settlement is made?” 

In reply to this letter the editor of 
the trade journal said: 

“A satisfactory bonding company is 
one that not only has ample capital but 
the record of fairness in settlement of 
claims. Unfortunately too many bond- 
ing companies are given to fighting 
nearly every claim. If state, county and 
municipal officials would periodically 
confer with one another and would 
blacklist all bonding companies that 
are unfair, we believe that an end 
could be brought to the situation com- 
plained of.” 





EXTENSION DEPARTMENT MOVED 

The agency extension department, 
Metropolitan Branch of the Fidelity & 
Casualty, at 92 William Street, in charge 
of Al. Hodson, has been moved into 90 
William Street, where the Company’s 
city department is. 


Adverse Selection 
And Its Effects 


AVERAGE RATE AND VOLUME 





Premium Income Must Always Be 


Sufficient to Carry Burden of 
Insurance 


The law of averages is an expressive 
term. It means just about what it says. 
The rate based upon the law of aver- 
ages is obtained by assembling a large 
number of risks and measuring the 


hazards for the class. It is an average 
rate. The average rate will produce a 
sufficient volume of premium income 
from an individual carrier only in case 
the distributon of risks on the insur- 
ance carrier’s books corresponds in a 
close degree with the distribution upon 
which the rate is predicated. 


Adverse selection is the process of loading 
the dice against the insurance company. It 
may happen in many ways. Thus, in fire in- 
surance, before efficient § lIegislation was 
passed, there were many examples of mutual 
companies which organized in a community, 
took all the preferred risks which were nat- 
urally located in the congested business dis- 
trict, carried all of their securities in mort- 
gages upon these same risks and then were 
ready for the grand climax. Some day a con- 
flagration would come along in one of these 
communities; it would wipe out a large part 
of the business district and there would be 
another insurance carrier added to the list of 
failures. 

Another example might be given in life in- 
surance. If a life insurance carrier were to 
engage to sell an unlimited amount of insur- 
ance to any one who applied at the standard 
rates for the age in question, many people 
who have been rejected by medical examiners 
would hasten to get in on the ground floor. 
The result would be adverse selection. 


Must Be On Guard 


Inasmuch as the law of averages is as truly 
the basis of casualty insurance as it is the 
basis of other forms of insurance, it will be 
appreciated that the casualty underwriter 
must be on his guard at all times to see that 
the business his company selects is chosen in 
such a way that the rates charged shall pro- 
duce a premium income sufficient to carry the 
burden of insurance. 

There is a saying that any risk can be un- 
dertaken provided the rate is right. Thies is 
undoubtedly true. There is no reason to 
lieve that it would be impossible to organize 
an insurance carrier to write prohibitive risks 
exclusively. However, with a rating scheme 
such as we have, it is essential that the busi- 
ness of a carrier be carefully selected, that 
undesirable risks be turned away, that a car- 
rier distribute its business scientifically to « 
number of manual classifications, that the 
conditions surrounding each risk be known 
and that in general every precaution should 
be taken to see that the distribution of riske 
on the books is such that there is no loading 
of chance against the insurance carrier. 

Incidentally, it might be noted that adverse 
selection is responsible for merit rating. 





Aetna Changes 

J. Herbert Reid, superintendent of 
the accident and health department of 
the Aetna in Newark, will continue 
with the Company as a special agent. 
He had resigned the first of the year. 
J. C. Heyer, superintendent of the acci- 
dent and health department in Albany, 
has been transferred to Newark as 
superintendent of the accident and 
health department. 
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Mutuals to Further 
Rehabilitation Work 


ASCERTAINS COSTS 


COMMITTEE 


Would Assume Responsibility for 
Movement to Help Reduce 


Compensation 
Mutual casualty companies, through 
their national taken 
up the subject of rehabilitation and vo- 
cational training of disabled workmen. 


association, have 


The report of a committee appointed to 
consider this 
conclusions and 
recommendations: 

“It is the unanimous opinion of the 
committee that the mutual casualty in- 
surance companies should undertake to 
rehabilitate and  re-educate, where 
necessary, injured employees of their 
assured, irrespective of whether or not 
the state or states in which the com- 
panies operate prescribe specific awards 
for loss of members. 

“The committee also recommends 
that mutual companies co-operate with 
existing institutions in the rehabilita 
tion and vocational training of injured 
workmen by employing facilities of such 
institution.” 

The report also sets forth that mu- 
tual casualty insurance companies 
should assume responsibility for inaug- 
urating a movement to provide every 
permanently disabled workman with 
the opportunity of securing such re- 
habilitation and vocational training. 


What It Costs 

The committee found that the ex- 
pense of rehabilitating and training an 
industrial cripple, exclusive of the 
blind, seems to divide itself as follows, 
stated in percentages: 

Salaries of administrative and teach- 
ing staff, 20. 

Maintenance 
ing, 50. 

Rent or depreciation and interest on 
capital investment in building, 10. 

Depreciation and interest in equip 
ment, 10. 

Supplies and materials, 10. 


reached these 
the following 


subject 
made 


of pupils during train- 





sion paid. 


General Building, 




















Residence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence 
Theft Policy. Regular rate of brokerage commis- 


General Accident 


Fire and Life 


Assurance Corporation, Ltd. 


Something New 


PHILADELPHIA 








Law Amendments 
Affecting Surety 


BILLS SIGNED IN NEW 


YORK 

Deposit Capital and Reserves—More 

Specific Provisions Regarding 
Limits of Risk 


of the 
committee 





Growing out activities of the 


special surety 


and 


representing 
fidelity companies 
formity in insurance governing 
that class, some amendments have been 
made to the New York law. 

The signed the bill 
amending Section 26, by providing that 
no company of another State, not now 
entered for fidelity and surety business 
in New York, shall hereafter be so au 
thorized in New York unless it shall 
have on deposit with the proper officers 
of a State, or States, at least $250,000. 

Section 86, of the insurance law, Is af- 
fected by an amendment, signed by the 
Governor, providing that loss reserves 
be computed on the basis of individual 
estimates for all lines of casualty insur 
ance other than liability and compensa 


to further uni- 


laws 


Governor has 


tion. This amendment simply legalizes 
the present practice which was not 
specified in the law. The entire com 


mittee of the fidelity and casualty com- 
panies recommended this method of 
reserves for those lines and Section 86 
was therefore extended so as to apply 
this method as before mentioned. 

Law Lacked Clearness 

In relation to the amount of insur- 
ance that might be taken on one risk, 
the existing law specified a limitation of 
10 per cent. of capital and surplus. The 
question often arose in connection with 
various lines as to whether this should 
be allowed, and the variance of views 
led to the decision that the law should 
be made more specific. 

A bill has been signed by the Gov- 
ernor which creates a new Section 24, 
providing that a corporation transacting 
insurance lines other than life, marine, 
compensation and title, must not write 
any risk for more than 10 per cent. of 
its capital and surplus and no portion 
of such risk covered by reinsurance may 
be included in determining the limita- 
tion of risk. 

Fifty Per Cent. Allowed 

The risks of a fidelity or surety com 
pany are similarly limited unless pro 
tected in excess of that amount by re- 
insurance or other credits specified in 
the section, but may execute transpor- 
tation or warehousing bonds for United 
States internal revenue taxes to an 
amount equal to 50 per cent. of its cap- 
ital and surplus. In the case of appeal 
and fiduciary bonds, when the penalty 
of suretyship obligation exceeds the 


(Continued on page 22) 
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Eimira Agent Makes Good 

Guy W. 
ualty in Elmira, N. Y., is doing such 
good work for the Company that the 
Maryland’s Home Office paper recently 
printed his picture, with the caption 
“How An Agency in a Small City De- 
veloped a Metropolitan Business.” This 
agency now is in the $200,000 Club of 
the Company, and Mr. Perry is 
the moving spirit in this ac- 
complishment. 

Thirty-four years ago Guy 
W. Perry, a young man of 
nineteen, obtained a_ position 
as policy clerk in the general 
insurance office of Perry & 
Gallagher. The senior mem 
ber of this firm was the father 
of the young policy clerk. The 
young man was admitted to 
the firm of Thomas Perry & 
Company four years later, not 
because he was the son of his 
father, but in spite of this; he 
received his membership into 
this partnership because of his 
absolute fitness for the posi- 
tion. About this time this firm 
became the representative of 
the. American Casualty Com- 
pany of Baltimore, and young 
Perry began to specialize in 
casualty insurance, 

The American Casualty 
Company went into the hand« 
of a receiver, and the late Ed- 
win Deleon, subsequently 
president of the Casualty 
Company of America, but who 
was then special agent for the 
American, became New York 
manager of The Maryland. 
Guy Perry took over Southern 
New York and Northern 
Pennsylvania territory of The 
Maryland under Mr. Deleon’s manage- 
ment. Mr. Perry, therefore, has been 
connected with our Company practi- 


Talks To Syracuse Agents 

The regular monthly meeting of the 
Insurance Agents’ Club of Syracuse 
was held Monday. M. E. Jewett, of 
New York, assistant manager of the 
Royal Indemnity, spoke on liability and 
compensation insurance. 

” * * 
c. D. SECREST ADVANCED 

Calvin D. Secrest has been promote! 
to the agency department of the Aetna 
companies, under EK. H. Morrill, Jr., su- 
perintendent of the New York broker- 
age and agency department. Mr. Sec- 
rest is one of those who has been in 
charge of the collections, where he has 
done good work for the last five years. 
He will assist in the development of the 
miscellaneous casualty department. His 
change is distinctly in the line of a 
promotion. 


Perry, of the Maryland Cas- 








cally trom the time it was incorporated. 

In 1913 the business reported to The 
Maryland was about forty-five hundred 
dollars, and the agency considered that 
they had done very well. It was not 
many years ago that a survey of the 
territory of this agency was made with 
a representative of the Home Office, 
and it was the conclusion of all parties 


GUY W. PERRY 

to the survey that eventually the field 
would be made to produce twenty thou- 
sand dollars in premiums. 


Off for Philadelphia 

Wednesday afternoon’ there were 
many faces missing from New York 
casualty offices, the owners thereof hav- 
ing gone to Philadelphia for the golf 
tournament of the Casualty and Surety 
Club of New York and the Insurance 
Association of Philadelphia. 

* * 
Company Extends Field 

The Massachusetts Bonding & Insur- 
ance is writing automobile collision 
lines outside Greater New York, follow- 
ing a change in the Massachusetts law. 

ok ok * 
Where Rates Come From 

A casualty general agent sent a siza 
ble automobile casualty risk to a non- 
Bureau company, having bound the 
risk at 2 per cent. The company wrote 
back that it could not find any such 
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rate for such a risk; that the Manual 
quoted 2.60 for it. The agent wrote 
saying that it is sometimes good not to 
see too much of what is inside that book 
but to look on the outside also. Ac- 
companying this letter was a cancella- 
tion of the binder, with the explanation 
that it would not be needed, as a Bu- 
reau company had since taken the risk 
at 1.50. The agent closed his letter by 
saying: “Now where do you suppose 
they got that rate?” 
* * ®@ 
Globe Rates Advanced 

The Globe Indemnity has increased 
its health rates by adding $1 for each 
$5 weekly indemnity. This applies to 
new business after June 1, but not on re- 
newals. The “Minimum Cost” policy 
has been advanced 10 per cent. in pre- 
mium. 

* * * 
Al Got the Money ‘ 

Al Hodson, of the Fidelity & Casu- 
aity, has not been seen about his of- 
fice much since the Victory Loan drive 
started. He had charge of the seventh 
and thirteenth districts, and reported 
53,518 applications for $6,650,000. The 
thirteenth district finished second in 
New York. 

* . Aa 
Franklin Davies Promoted 

Franklin Davies has been so success- 
ful in developing the combination resi- 
dence business of the Aetna Casualty & 
Surety at the home office that he has 
been given charge of all the miscel- 
laneous lines of the company and will 
develop them. He is working with W. 
I.. Mooney, agency secretary. Mr. 
Davies was educated in the insurance 
business in England and is thorough 
and efficient in his work. 


W. H. Howland With General 
W. H. Howland has become connected 
with the General Accident at the home 
office in Philadelphia. He has been su- 
perintendent of the agents in the 
monthly premium accident and health 
department of the company. Just now 
Mr. Howland is on a fishing trip and 

will take up his new duties June 1, 

* * . 


Great Eastern’s Best Quarter 

C. Clark Howard, agency director of 
the Great Eastern Casualty, says that 
the first quarter of 1919 was the best 
in the company’s nistory. 

So far this year Tennessee and Mis- 
souri are the only states to enact com- 
pensation laws. A measure is being 
considered in Florida. 














The Beaployers Mutual Casualty has 
taken additional space in the building 
at 61 Broadway where it now occupies 
about three times the room it formerly 
had. 





Service CLAIMS Service 
Auto Theft Burglary (All Lines) 
Auto Collision Accident & Health 
Auto Prope General Liability 


rty 
Auto Liability Compensation 
I have a thoroughly equipped organiza- 
tion for handling the above in 
NEW YORK—NEW JERSEY 
CONNECTICUT 
Twelve years’ experience with three of 
the largest companies in the business 
Highest References 
Walter G. Evans and G. Everett Hunt, 
Counsel. 


G. P. BARTENFELD 


220 BROADWAY - - NEW YORE 
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FINANCIAL CONDITION SHOWN 


Pennsylvania Department Not to Ex- 
amine Commonwealth Casualty; 
Condition of Reciprocals 
Some time ago it was reported that 
the Pennsylvania Department would 
make an examination of the Common- 
wealth Casualty, Philadelphia. This 
has not been done and as far as the 
Pennsylvania Department is concerned 
is not likely to be at present. The com- 
pany is now making an increase to its 
sapital. Its report at the close of the 
year 1918 shows: Total admitted as- 
sets, $536,549; liabilities, $201,695; cap- 

ital, $250,000; surplus, $84,854. 

There are two reciprocals in Phila- 
delphia, both of which do considerable 
automobile business. Their reports at 
the close of 1918 show: 

Automobile Insurance Exchange—Tc- 
tal admitted assets, $181.413; liabilities, 
$116,531; surplus, $64,882. 

Pennsylvania Indemnity Exchange 
Total admitted assets, $380,539; liabili- 
ties, $269,139; surplus, $111,400. 


Law Affecting Surety 
(Continued from page 21) 
amount of the judgment appealed from, 
or the amount of the subject matter in 
controversy, or the amount of the es- 
tate in the hands of the fiduciary, the 
bond may be executed if the actual 
amount involved is not in excess of 
such limitation, and in the case of con- 
tract bonds, when the penalty of the 
suretyship obligation executed for per- 
formance of a contract exceeds the con- 
tract price, the latter shall be taken as 
the basis for estimating the limit of 
risk within the meaning of Section 24. 
Fidelity and surety companies may 
not execute suretyship obligations guar- 
anteeing the deposits of any single 
financial institution in an aggregate 
amount in excess of 10 per cent. of the 
capital and surplus of such corporate 
surety, unless protected in excess of 
that amount by credits specified in the 

Act. 
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CASUALTY AND SURETY POINTERS 





Asks Thomas A. Keith, 


An Agent In writing in “The Aetna- 
Defense ofthe izer’: Have you ever 
Underwriter abused the underwrit- 

er, the man who re- 


jected your application or who wanted 
to know more about the applicant’s oc- 
cupation, income or physical condition? 
I've done so, and I have heard many 
similar expressions of opinion from in- 
surance agents with whom I have 
worked. Some believed the under- 
writer to be a nuisance, with nothing 
to do but ask questions, take up time 
and stand in the way of the company’s 
receiving perfectly good business. I do 
not believe there is an agent with any 
company who has not, at some time, ex- 
pressed an unfavorable opinion of the 
underwriter. Notwithstanding the un- 
derwriter has been and is a much 
abused employee of the company, I do 


not recall reading an article in “The 
Aetna” or “The Aetna-izer” in his de- 
fense. 


Aetna policies did not just happen to 
be, nor are they issued indiscriminate- 
ly. They are the result of very careful 
consideration and experience. In order 
to receive premiums, give protection, 
pay claims and make a profit thereby, 
it is necessary for the company to fol- 
low fixed rules and charges. 

Every business enterprise to be suc- 
cessful must know costs—what it can 
do for the money charged, and then 
keep within the profit-earning limit. 

A manufacturer must make and sell a 
useful article at a fair price. In order 
to determine his profit he must know 
exactly what it costs to produce and 
market the article. When the article 
has become the property of another, 
his responsibility usually has ceased. 
His transaction is complete. 

An insurance company has 
overhead expenses, together with ag- 
ents’ commissions. But after the sale 
has been made the real responsibility 
begins. Great care must be exercised 
in seeing that risks are properly select- 
ed and classified. It is the duty of the 
underwriter to stand guard and see that 
the company gets a square deal. 

The position of the underwriter is 
sometimes unpleasant since he must re- 
ject what seems to the agent to be a 
perfectly good risk. There is, of course, 
a very good reason when an application 
is rejected. Or he may request the re- 
ducing of the amount applied for. He 
may ask you for additional information 
regarding the applicant’s income, du- 
ties, physical condition or moral stand- 
ing. Don’t blame him. He is not try- 
ing to annoy you, but really trying to 
get the facts needed to accept the risk 
if possible. Much business which would 
otherwise be refused is saved by his 
correspondence. 

In order to give the agent a compre- 
hensive understanding of the class of 
risks desired, their qualifications and 
the premium charges, the company has 
prepared very clear, concise informa- 
tion in the form of rate and instruction 
manuals. An understanding of these, 
also the covering and limitations of the 
policies, would give the agent a much 
better perspective of the company, the 
underwriter, the agent and the appli- 
cant. Each has his part to perform in 
the complete transaction. I have 
noticed that the agent who does most 
complaining against the underwriter is 
the one who has not studied his in- 
structions and wants to write insurance 
according to his own rules and ideas, 
or, since he knows the applicant per- 
sonally, he feels it is not necessary to 
answer completely each question in the 
application. 

Good will is the greatest asset of 
any company or individual. No busi- 
ness enterprise can be truly successful 
with only new business. There must 
be follow-up or repeat orders, and those 


fixed 


come only from satisfied customers. 
Can you imagine building up an insur- 
ance business with dissatisfied policy- 
holders? It is much better not to have 
a man’s business than to have him 
wrongly classified or improperly writ- 
ten. The underwriter knows that the 
best time to begin to handle a claim 
under an insurance policy is when se- 
lecting the risk. Conforming to the 
company’s rules is the best way to 
make sure of good will, and build an 
insurance business on a correct founda- 
tion. This can be done only by careful 
underwriting. 


* ¢ & 


Agents of the Standard 


Business Accident,Detroit,have been 
Good Under advised by their Company 
New Plan as to April results under 


the new plan of operation 
governing the first month’s cost on new 
business, under which the Company re- 
ceives an accounting of the first 
month’s premium. What the Company 
says is designed to be of assistance to 
agents in setting this matter before 
policyholders and is as follows: 


“Insofar as the public is concerned, 
the cost to the new applicant for the 
issue of the policy and the first month’s 
insurance has gone up one dollar uni- 
formly for all combinations of indem- 
nity for monthly premium policies. 
Quite possibly some among our field 
men have felt some hesitancy in de- 
manding this increased first-month cost 
—but why? What is it that has not 
gone up in price in the past year? Many 
articles of luxury and necessity have 
doubled and trebled in cost. The ex- 
pense of operation for insurance com- 
panies has very materially increased at 
the Home Office in the past few years, 
but not until now has any part of in- 
creasing costs been passed on to the 
public. The public has grown accus- 
tomed to increased costs in everything 
it buys, so that from the standpoint of 
collecting a comparatively insignificant 
increase the first month, it would seem 
that any salesman would experience no 
difficulty. Taking a tip from one of our 
largest agency managers, his instruc- 
tions to his organization were, ‘Simply 
tell the applicant that it will cost 
him “so much” the first month. Sell the 
insurance—don’t argue prices.’ The 
idea is that the average person buying 
insurance is not supposed to know what 
premium rates have been heretofore. It 
is of no benefit to him to be told what 
he might have been able to buy a policy 
for two months ago—the price now is 
what concerns him. If the point is 
raised by him then the explanation that 
the price on the first month has gone 
up settles the matter just as if he were 
buying a hat or pair of shoes. Other- 
wise the selling talk should be confined 
to the terms of the insurance. The 
agent who attempts to explain things 
by a discourse on the War Tax Bill is 
liable to get his prospect switched off 
the idea of buying insurance. That the 
principle is recognized as sound is 
shown by the following taken from a 
letter received from the manager of 
another of our largest agencies. ‘We 
will collect the additional cost because 
we believe it necessary for the welfare 
of the Company and to continue the 
high-grade service that has heretofore 
been given under Standard policies.’ 

“The first month of operation under 
the new plan has served for one thing— 
to clear up any lack of understanding 
on the part of our field men as to how 
it would work out. That the plan was 
causing some speculation during the 
forepart of the month was evidenced by 
the slow-up in production of new busi- 
ness. This was made up as the month 
progressed in most agencies, and as the 
detail of reporting and accounting for 
first month premiums was gotten 
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through with without any confusion 
whatever, it can now be said that we 
are full under way with the new plan, 
our field force is working more efficient 
ly with less lost effort and therefore 
more profitably. One very important 
result of the new plan has been the 
practical elimination of the business on 
which the Company issues the policy 
with all the expense incident thereto, 
carries the risk during the first month, 
and never receives a renewal premium. 
Heretofore approximately one-third of 
all policies issued every month failed 
to renew the second month, thereby 
being a dead loss from the standpoint 
of expense of issuing, recording and 
carrying the risk, to say nothing of 
poor advertising. The new plan elimi 
nates all this, and it is, therefore, a 
source of profit for the field man 
well as the Company. The momentum 
in the production of new business is 
being rapidly recovered—new business 
is going big.” 


as 


PEERLESS NEW FORM 

The Peerless Casualty, Keene, N. FL, 
is offering a new monthly income policy 
in which the death benefit increases 15 
per cent. a year for four years; monthly 
accident benefits payable for two years, 
partial disability half benefits for § 
months; ten per cent. increase in ben- 
efit if premium is paid annually and 
five per cent. if paid semiannually; 
double benefits for certain travel and 
other accidents; surgeon’s fees for 
slight injuries up to $5; registration and 
identification up to $50. The monthly 
benefits for sickness are payable for 
one year except for some chronic dis- 
eases which are covered for six montis. 
One month’s full benefit is paid for non- 
confinement to the house. The first 
week of illness is not covered unless 
the disability lasts 30 days. The policy 
is in accident benefit when delivered 
and sickness benefit after 30 days. 


PLATE GLASS LOSSES SHOWN 

Kleven companies writing over $200, 
000 in plate glass premiums showed 
loss ratios last year as follows: Fidelity 
& Casualty 43.25, Globe Indemnity 47.16, 
Lloyds 39.11, Maryland 46.07, Massa 
chusetts Bonding 49.65, Metropolitan 
44.39, New Amsterdam 42.77, New Jer- 
sey 50.79, New York 53.33, Travelers 
44.45, United States Fidelity & Guaranty 
46.38. 

TRUE IDEA IN LIFE 

Gerald Bunker, agency director of 
the National Casualty, says that our 
business in life is not to get ahead of 
other people, but to get ahead of our- 
selves; to break our own record; to 
outstrip our yesterdays by todays; to 
do our work with more foree and a 
finer finish than ever before. This is 
the true idea in life—to get ahead of 
ourselves. 


Jitneys in Bayonne 

The Commonwealth of Pennsylvania 
has recently issued a statement to the 
local jitney drivers that it will revoke 
the bond of anyone operating in that 
section of Bayonne known as the Hook. 
So the Bus Owners’ Association was 
told at one of its meetings recently by 
Mr. McNally, the representative of the 
Commonwealth Company—the only 
company, in fact, that will issue liabil- 
ity at all to the jitney owners of that 
city. 

The Kates Jitney Act provides that a 
$5,000 bond be deposited before a bus 
can be operated. Mr. McNally went on 
to say that his company was receiving 
about $9,000 in premiums, and at the 
same time was paying out in the neigh- 
borhood of $11,000 in claims, etc., for 


accidents which were almost wholly 
due to sheer carelessness. 
Agent Appel notified the mectirv¢e 


that the company would surely ca"! in 
all bonds, unless there was a radical 
change for the better very shortly. 








THE EASTERN UNDERWRITER 











May 23, 1919 














Largest Life Insurance Business in the World 





METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


HALEY FISKE, President 


Total Amount of Outstanding Insurance................... $4,429,511,816 
Larger than any other Company in the World. 

Ordinary Life Insurance paid for in 1918..................... $463,008,744 
Larger than any other Company in the World. 

Industrial Insurance paid for in 1918...................0.05: $419,331,865 
Larger than any other Company in the World. 

Total Insurance placed and paid for in1918................... $882,340,609 

The largest amount ever placed in one year by any Company in the World. 

Gain in Insurance in Force in 1918....................00000ees $493,329,918 
Larger than any other Company in the World. 

Number of Policies in Force December 31,1918................ 19,784,261 
Larger than any other Company in America. 

Gain in Number of Outstanding Policies..................... 1,521,328 
Larger than any other Company in the World. 

i eS ad aa tt con a sige cal Shwe Oa OM $775,454,698.28 
Increase in Assets during 1918........................004. $71,429,182.97 
Larger than any other Company in the World. 

i ik a a a cde Sn Want Aleck ok a $748,405,784.24 
ae re ake hia mata oe nie ad bib adh a 0d $27,048,914.04 
Number of Claims paid in 1918.........................05. 336,533 
Averaging one policy paid for every 26 seconds of each business day of 8 hours. 
Amount paid to Policy-holders in 1918..................... $82,391,144.32 


Payment of claims averaged $566.50 a minute of each business day of & hours. 
; { y 


Metropolitan nurses made 1,431,085 visits free of charge to sick Industrial 





Policy-holders. 
The Company bought War Bonds of the United States and 
ei Tih Deh in ia iw LK Whine WR WE Koad $100,000,000 
The Company’s employees sold War Savings Securities and 
Liberty Bonds in 1918 amounting to................... $133,000,000 
DIRECTORS 
Haley Fiske Frederick H. Ecker Otto T. Bannard Albert H. Wiggin 
Joseph P. Knapp Robert W. deForest Mitchell D. Follansbee Frank B. Noyes 
William H. Crocker John Anderson William B. Thompson Arthur Williams 
Alanson B. Houghton Joseph P. Day Emerson McMiliin 
Henry Ollesheimer Walter C. Humstone Otis H. Cutler Richard Bedford Bennett 





Morgan J. O’Brien Alexander P; W. Kinnan Langdon P. Marvin Festus J. Wade 















































